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Abstract
Small and medium enterprises (SMEs) are considered a cornerstone of any economy. They
are engines of economic development, job creation, innovation and new business models.
SMEs’ relatively small size and agility allows them to be more flexible and adaptable than
larger enterprises. However, due to certain characteristics, such as their small size and limited
access to resources, SMEs usually face various challenges in their business life cycle.
Therefore, governments have introduced policies and support programs to help SMEs set-up
their businesses and access development services that aid in advisory, capability
development, access to finance and access to markets. Such programs and services are
usually implemented for the long term and are a relatively large government expense, thus
necessitating evidence of the resulting benefits to justify the programs’ continued funding.
In Dubai, United Arab Emirates, SMEs account for approximately 99% of the total enterprise
population, employ around 50% of Dubai’s workforce and contribute around 46% of Dubai’s
value-add. In 2002, the Dubai Government launched the Mohammed Bin Rashid
Establishment for SME Development (Dubai SME) as the key government agency for
supporting SMEs’ creation and growth. Dubai SME has since introduced many support
programs to lower business start-up cost, develop SMEs’ capabilities and provide market
access and growth opportunities.
This study focuses on one of these programs, the Government Procurement Program, which
allocates 10% of annual public procurement contracts to enrolled SMEs. The total value of
facilitated contracts since 2002 exceeds 7.5 billion AED, but there has been no assessment
of SME growth resulting from the program. Such impact studies have great importance to
policy makers to provide evidence on the effectiveness of such programs.
This study investigates the effect of government support on SMEs’ performance by
investigating the mediating role of SMEs’ tendering capabilities and activity. The study uses
resource-based view as a theoretical backdrop and builds on a new direction of research
introduced by Flynn and Davis (2016a, 2017), which states that SMEs should possess certain
i

capabilities to benefit from government procurement programs. The present study introduces
a conceptual framework to empirically examine the mediating role of SMEs’ tendering
capabilities on their performance. This framework was tested in the context of Dubai,
focusing on the Government Procurement Program.
This study’s findings contribute to a growing body of research that aims to understand how
government support programs affect and support SMEs’ performance. The study identified
a significant path linking government support to SMEs’ growth via two stages of mediation.
The first stage shows the mediation role that procedural capability plays in influencing the
success rate of winning contracts. The second stage shows the mediation role that the
achieved value of contracts plays in mediating the relationship between the success rate in
winning contracts and SMEs’ growth performance.
Additional theoretical contributions of this research include the adopted operationalisation of
SMEs’ growth performance by capturing their growth rates in sales, profitability and
employment for the last three years. This gives a balanced view of the different measures of
SMEs’ growth and allows for comparisons across industries, countries and regions.
This research also has important practical implications for policymakers and SME owners.
The study findings indicate the importance of SMEs’ procedural capability in achieving
higher performance, which can guide policymakers to implement government support
programs that target enhancing SMEs’ procedural procurement capabilities to thereby
increase their performance. The findings suggest that SMEs should focus on benefiting from
available government support programs to build relevant tendering procedural capabilities
and increase tendering activity. However, SMEs should be careful when allocating resources
to potential contractual opportunities, as the number of contracts won should not be the only
metric for success (e.g., total value of contracts won may be a superior target). As the SME
usually has limited resources to manage different contracts, if the value of contracts won was
not significant, this will not influence its overall growth performance.
This study followed a novel approach and succeeded to address the scarcity of research at
the intersection of SMEs’ performance and public procurement programs. Such findings
provide greater understanding on how government support can influence SME performance
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and pave the way to address the highlighted gaps. Therefore, more investigations are needed
in this direction in order to strengthen results, provide comparable evidence and assist
governments is designing effective support policies.

iii

Dedication
This thesis is dedicated to my father, Omran Saleh Disi, who instilled in me the importance
of education and hard work. He also always reminded me that I should never give up until I
achieve my goals. I acknowledge him for the guidance, support and wisdom he provided me.
These are things I will never be able to repay. I hope that I have made you proud.

I dedicate this thesis to my mother as well, Hanan Suleiman, for her unconditional love and
prayers that encouraged me to finish my degree successfully.

I also dedicate this thesis to my lovely wife, Wafa, without her love and encouragement, this
work would not have been possible. Our life was disturbed throughout this journey
sacrificing weekends for long period of time. However, with her patience and support, I
managed to get the job done.

Finally, I dedicate this thesis to my little heroes, Omran, Hadi and Razan, for motivating me
to put more time and effort to finish this job and show them that hard work pays off at the
end.

iv

Acknowledgements
First, my sincere gratitude goes to the people who supported me in this journey. Specifically,
I would like to express my recognition and appreciation of my supervisors, Professor Boštjan
Gomišček and Professor Valerie Lindsay, for their inspiration, expertise and valuable
guidance throughout this journey. It has been challenging, and at one point I was on the verge
of quitting, but their encouragement and continuous support enabled me to finish my DBA.
My appreciation also to Professor Nicholas Ashill for his great efforts and valuable inputs
that helped me address all data analysis issues. He voluntarily dedicated time to be my third
supervisor, for which I am immensely grateful.
I would like to thank the Mohammed Bin Rashid Establishment for SME Development
(Dubai SME) for supporting me, particularly H.E. Abdul Baset Al Janahi (CEO) and Mr.
Saeed Al Marri (Deputy CEO) for their continuous support. I am also thankful for the IT
support provided by my colleague Mr. Firas Al Mudallal.
A sincere appreciation and special thanks are also dedicated here to my beloved parents, to
my adorable wife, and to my little heroes, Omran, Hadi and Razan, whose lives have been
disturbed throughout this journey, but this will be a good example to show them that hard
work pays off at the end.
Finally, I would like to thank all the academics and colleagues who supported me during my
study.

v

Certification
I, Essam Omran Disi, declare that this thesis submitted in partial fulfilment of the
requirements for the conferral of the degree Doctor of Business Administration, from the
University of Wollongong in Dubai, is wholly my own work unless otherwise referenced or
acknowledged. This document has not been submitted for qualifications at any other
academic institution.

Essam Omran Disi
11 September 2021

vi

List of Abbreviations
α

Cronbach’s alpha

β

beta causal path or standardised path coefficient

AVE

average variance extracted

CEO

chief executive officer

CFA

confirmatory factor analysis

DSC

Dubai Statistics Center

Dubai SME

Mohammed Bin Rashid Establishment for SME Development

EFA

exploratory factor analysis

EO

entrepreneurial orientation

f2

effect size statistic

GOF

goodness of fit

OECD

Organisation for Economic Cooperation and Development

PLS

partial least squares

Q²

predictive relevance test for estimated PLS path model evaluation

R²

proportion of variability explained in dependent variable

R&D

research and development

RBV

resource-based view

SEM

structural equation modelling

SME

small and medium enterprise

SRMR

standardised root mean square residual

t-statistic

Studentised t-statistic for significance

UAE

United Arab Emirates
vii

UK

United Kingdom

US

United States

UOWD

University of Wollongong in Dubai

viii

Table of Contents
Abstract ...........................................................................................................................i
Dedication .....................................................................................................................iv
Acknowledgements ........................................................................................................ v
Certification ..................................................................................................................vi
List of Abbreviations ................................................................................................. vii
List of Tables .............................................................................................................. xii
List of Figures ............................................................................................................ xiii
Chapter 1: Introduction ............................................................................................... 1
1.1 Research Background and Rationale ..................................................................... 2
1.2 Research Problem and Gaps .................................................................................. 4
1.3 Research Questions ............................................................................................... 5
1.4 Research Objectives .............................................................................................. 6
1.5 Research Significance ........................................................................................... 6
1.6 Thesis Structure ..................................................................................................... 7
Chapter 2: Literature Review ...................................................................................... 9
2.1 Government Support and SMEs’ Performance ..................................................... 9
2.1.1 Public Procurement Programs ...................................................................... 12
2.1.2 SME Performance ......................................................................................... 16
2.2 SMEs’ Tendering Capabilities ............................................................................ 19
2.2.1 Relational Capability .................................................................................... 20
2.2.2 Procedural Capability ................................................................................... 21
2.3 Entrepreneurial Orientation ................................................................................. 22
2.4 Entrepreneurial Human Capital ........................................................................... 24
2.4.1 Education ...................................................................................................... 25
2.4.2 Industry Experience ...................................................................................... 26
2.4.3 Entrepreneurial Experience .......................................................................... 26
2.5 SMEs’ Characteristics ......................................................................................... 27
2.6 Environmental Uncertainty ................................................................................. 28
Chapter 3: Research Context and Gaps: Government Support for SMEs in
Dubai ............................................................................................................................ 29
3.1 Working Definitions of ‘SME’ ............................................................................ 29
3.2 Dubai SME Programs and Services .................................................................... 32
3.2.1 Start-up Support Program ............................................................................. 32
3.2.2 Government Procurement Program .............................................................. 33
3.3 Research Gaps ..................................................................................................... 34
3.4 Chapter Summary ................................................................................................ 35
Chapter 4: Conceptual Framework and Hypotheses Development ....................... 37
4.1 Conceptual Framework ....................................................................................... 37
4.2 Hypotheses Development .................................................................................... 40
4.2.1 Mediating Role of SMEs’ Tendering Capabilities ....................................... 41
ix

4.2.2 Mediating Role of SMEs’ Tendering Activity ............................................. 42
4.2.3 Tendering Capabilities and Tendering Activity ........................................... 43
4.2.4 Moderating Effect of EO .............................................................................. 44
4.2.5 Mediating Effect of the Percentage of the Value of Public Contracts of
Total Annual Sales ......................................................................................... 45
4.2.6 Control Variables .......................................................................................... 46
4.3 Chapter Summary ................................................................................................ 47
Chapter 5: Methodology ............................................................................................. 48
5.1 Research Philosophy and Approach .................................................................... 48
5.2 Research Design .................................................................................................. 49
5.2.1 Research Method .......................................................................................... 49
5.2.2 Research Strategy and Time Horizon ........................................................... 50
5.3 Research Tactics .................................................................................................. 52
5.3.1 Data Collection and Sampling ...................................................................... 52
5.3.2 Data Analysis ................................................................................................ 53
5.4 Measurement Development ................................................................................. 54
5.4.1 Dependent Variables ..................................................................................... 54
5.4.2 Independent Variable .................................................................................... 56
5.4.3 Moderating Variable ..................................................................................... 57
5.4.4 Mediating Variables...................................................................................... 57
5.4.5 Control Variables .......................................................................................... 58
5.5 Questionnaire....................................................................................................... 61
5.6 Ethical Considerations ......................................................................................... 61
5.7 Chapter Summary ................................................................................................ 63
Chapter 6: Results ....................................................................................................... 64
6.1 Descriptive Results .............................................................................................. 64
6.2 Exploratory Factor Analysis (EFA)..................................................................... 68
6.3 CMV and Multicollinearity ................................................................................. 69
6.4 Measurement Model Validation .......................................................................... 71
6.5 Structural Model Evaluation ............................................................................... 74
6.5.1 Direct Effects ................................................................................................ 75
6.5.2 Mediation Effects.......................................................................................... 77
6.5.3 Moderation Effects ....................................................................................... 78
6.5.4 R-squared (R2), Predictive Relevance (Q2) and Effect Sizes (f2) ................. 78
6.6 Summary of Hypotheses Testing Results ............................................................ 81
Chapter 7: Discussion ................................................................................................. 84
7.1 Discussion of the Hypotheses.............................................................................. 84
7.2 Chapter Summary ................................................................................................ 89
Chapter 8: Conclusion, Contributions and Limitations .......................................... 90
8.1 Theoretical and Empirical Contributions ............................................................ 90
8.2 Policy Implications of The Findings ................................................................... 92
8.2.1 Implications of Findings for Policymakers ................................................... 92
8.2.2 Implications of Findings for Managers of SMEs ......................................... 94
8.3 Limitations and Future Research ......................................................................... 94
Reference List .............................................................................................................. 97
x

Appendices ................................................................................................................. 123
Appendix A: Ethics Approval ................................................................................. 123
Appendix B: Participant Information Sheet ............................................................ 126
Appendix C: Survey Instrument .............................................................................. 128

xi

List of Tables
Table 1: SMEs’ Share of Public Procurement in Terms of Value of Contracts Awarded ... 13
Table 2: Dubai SME Definition of ‘SME’ ........................................................................... 30
Table 3: European Commission’s Definition of ‘SME’ ...................................................... 31
Table 4: Examples of Different Countries’ Definitions of ‘SME’ ....................................... 31
Table 5: Selected Variables and References ........................................................................ 60
Table 6: Sample Details ....................................................................................................... 64
Table 7: Demographics of Responding SMEs ..................................................................... 66
Table 8: Descriptive Statistics.............................................................................................. 67
Table 9: Component Matrix ................................................................................................. 68
Table 10: Total Variance Explained—Harman’s single-factor test ..................................... 70
Table 11: Measurement Model Validation Results .............................................................. 72
Table 12: Discriminant Validity Results Fornell–Larcker Criterion Test ........................... 73
Table 13: CFA Results ......................................................................................................... 74
Table 14: Direct Effects: Path Coefficient and t-Statistics .................................................. 76
Table 15: Mediating Effects: Path Coefficient and t-Statistics ............................................ 77
Table 16: Moderating Effects: Path Coefficient and t-Statistics.......................................... 78
Table 17: Effect Size (f2) and Predictive Relevance (Q2) Results ....................................... 80
Table 18: Summary of Hypotheses’ Path Testing Results ................................................... 83
Table 19: Hypotheses Summary .......................................................................................... 85

xii

List of Figures
Figure 1: Conceptual Research Model ................................................................................. 38
Figure 2: Analysis Results Showing Significant Paths and R2 of Success Rate .................. 79
Figure 3: Analysis Results Showing Significant Paths and R2 of SME Growth
Performance ...................................................................................................... 80
Figure 4: Resulting Significant Paths ................................................................................... 91

xiii

Chapter 1: Introduction
Small and medium-sized enterprises (SMEs) play a crucial role in any economy. They are
essential drivers of economic and social well-being as they contribute significantly to job
creation, wealth distribution and growth of industries (Agyapong et al. 2021; Beck et al.
2005; Organisation for Economic Co-operation and Development [OECD] 2018; 2019b;
Storey 1994). On average, SMEs contribute 50% of gross domestic product (GDP) in highincome countries (Ayyagari et al. 2007; OECD 2019b) and provide the majority of jobs in
many countries. For example, in OECD member countries, over 60% of the formal workforce
is employed by SMEs with fewer than 250 employees (Beck et al. 2008; OECD 2019b).
SMEs are the backbone of the European Union economy, accounting 99.8% of non-financial
enterprises (around 24 million firms), providing more than 67% of total employment (93
million jobs) and contributing 57% of the gross value added created by businesses in
European Union (European Commission 2019). One per cent of SMEs in the European Union
are classified as medium enterprises (employing 50 to 249 people), around 6% are small
enterprises (employing 10 and 49 people) and 93% are micro enterprises (less than 10
employees) (European Commission 2019).
According to the US Small Business Administration (2018), there are 30.2 million small
businesses in the United States (US), representing 99.9% of all employing firms and
employing 58.9 million people (47.5% of all US employees). Similarly, in the Gulf
Cooperation Council countries, SMEs represent the majority of registered businesses. For
instance, in Bahrain, SMEs represent 98.6% of registered businesses. In Saudi Arabia, SMEs
accounted for 99.41% of the private sector and contributed 28.7% of GDP in 2018 (Monshaat
2020). In the United Arab Emirates (UAE), SMEs represent 97% of registered businesses,
employ 57% of private sector employees and contribute around 52% of non-oil GDP (Central
Bank of the UAE 2017).
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1.1 Research Background and Rationale
SMEs are viewed as the principal source of a country’s entrepreneurship, innovation and
employment creation (Beck et al. 2005; OECD 2019b; Wennekers & Thurik 1999). They are
instrumental in ensuring economies and societies adapt to major transformations. Having the
advantage of being small and nimble, SMEs can have more resilience in adapting to changes
compared to larger enterprises (Klonowski 2010; OECD 2019b).
Nonetheless, SMEs are generally considered vulnerable, and very few survive more than five
years (Baldwin et al. 2000; OECD 2016). Most SMEs suffer from limited access to resources
compared to larger firms (Barney 1991; Rakićević et al. 2016). Therefore, many governments
have created agencies and measures for venture development, support and assistance (Kondo
et al. 2019; OECD 2007; Tinits & Fey 2020). In most countries, public authorities provide
various business support programs to ensure the growth and competitiveness of SMEs. These
programs offer different support services, usually grouped as financial or non-financial
support services (Rakićević et al. 2016). Examples of financial support services are business
start-up loans, property loans, working capital and grants (Andrieș et al. 2018; DaEun et al.
2020; Hossain et al. 2020; Kang Li et al. 2019). Examples of non-financial support services
are advisory, training, marketing, business incubation, networking, market access, and
research and development (R&D) activities (Abdullah 1999; Douglas & Eileen 2012; Park
et al. 2019; Rakićević et al. 2016). These support services usually involve large government
expenditure (Audet & St-Jean 2007; OECD 2020). For instance, in the US, government
spending on the public procurement program for small businesses exceeded US$90 billion
in 2015 (US Small Business Administration 2018). In the United Kingdom (UK), annual
government spending on SME counselling programs is around £650 (Wren & Storey 2002),
and the central UK Government awarded £6.4 billion in contracts to SMEs in 2019 (UK
Government 2020). From 2000 to 2007, the Italian Government invested around €10 billion
in SME training and R&D support programs (European Commission 2012).
Such large investment of public funds has prompted detailed study of the effect of such
government support programs on SMEs’ performance in order to justify the costs and assess
the benefits (DaEun et al. 2020; Hoekman & Sanfilippo 2020; Ilyas et al. 2020; Pavlykivska
2

et al. 2020; Seo 2017). However, the results of existing studies varied and produced mixed
findings in support of a relationship between government support and SME performance
(Clarysse et al. 2005; Cumming & Fischer 2012; Doh & Kim 2014; Morris & Stevens 2010;
Nakku et al. 2020).
Most studies have adopted resource-based view (RBV) to examine how SMEs’ resource
availability influences their benefiting from government support services and their
performance (Baum et al. 2001; Federico et al. 2012; Gilbert et al. 2006; Karjalainen &
Kemppainen 2008; Morris & Stevens 2010). Notably, such studies have not considered the
interaction between government support and other mediating factors. More recently, Flynn
and Davis introduced a new direction of research by adopting a capability-based view.
‘Capability’ is defined as the capacity of a SME to leverage and deploy its resources using
organisational processes to achieve a desired goal (Flynn & Davis 2017; Makadok 2001).
Flynn and Davis (2016a, 2017) argue that SMEs should possess certain capabilities to benefit
from government support programs. The present study builds on this new direction of
research to assess the effect of government support on SMEs’ performance in Dubai by
investigating the mediating role of SMEs’ tendering capabilities and activity.
In the Dubai context, research on government support for SMEs is important given SMEs’
significant economic contribution. According to the Dubai Statistics Center (DSC) database,
SMEs account for 99.14% of the total registered enterprises in Dubai, employ around 50.50%
of Dubai’s workforce and contribute 46.41% of Dubai’s value-add (DSC 2021). The
recognised importance of SME creation and growth led to the establishment of the
Mohammed Bin Rashid Establishment for SME Development (Dubai SME) in 2002. Dubai
SME’s mandate is to foster the development of entrepreneurship in Dubai, with the strategic
aim of creating a pipeline of new businesses in Dubai and assisting them to survive and grow.
To implement its mandate, Dubai SME runs two main programs. The first is a start-up
support program that includes exempting Emirati start-ups from paying any licensing-related
fees and providing a centralised business start-up service (consolidating all approval
functions under one agency). According to its 2020 annual report, since its creation, Dubai
SME (2020) has served over 9,265 local start-ups by granting them collectively over 823
million AED worth of subsidies for licensing fees, advisory and training services. This has
3

significantly lowered SMEs’ start-up costs and given them an opportunity to test their
business models with guided support.
The second program is the Government Procurement Program, which aims to support local
SMEs to qualify as government suppliers and enable them to bid for public tenders. The
program’s objective is to facilitate allocation of 10% of annual government procurement
contracts to Dubai SME members. The services under the government procurement program
include registering the SMEs and providing needed information, guidance and training to
qualify them as suppliers, then granting them free access to a centralized government
procurement platform. In addition, provided support services include: assisting SMEs in
promoting their services and products, conducting match making events to assist SMEs in
networking, and finally, providing support to access relevant financing products. Since 2002,
the program has channelled over 7.5 billion AED worth of government contracts to its
members (Dubai SME 2021).
Dubai SME reports on the total value of facilitated contracts annually but has never
undertaken an assessment of the program’s effect on SMEs’ growth. This research focuses
on the Government Procurement Program and its effect on SMEs’ performance.

1.2 Research Problem and Gaps
Although the rationale for government intervention has been extensively debated by
researchers (Abdul-Rani et al. 2017; Audet & St-Jean 2007; Kondo et al. 2019; OECD 2019a;
2020; Park et al. 2019; Wang 2016), the sizable government investments in SME support
programs have not been substantiated with sufficient evidence of the positive effects on
SMEs (Boter & Lundström 2005; Fadic 2020; OECD 2007; Wren & Storey 2002). There is
considerable uncertainty on how governments can best support SMEs due to the lack of
robust and comparable evidence (Ali et al. 2018; Arshed et al. 2014; Boter & Lundström
2005; Flynn 2017; Nakku et al. 2020; OECD 2018; Storey 1994; Wren & Storey 2002).
As previously mentioned, impact assessment studies of government programs on SMEs’
performance across various countries have used different approaches and returned varying
and non-comparable results. Such inconsistent results are likely due to most prior research
4

examining the role of government in isolation, without considering the interaction between
government support and other mediating variables (DaEun et al. 2020; Hossain et al. 2020;
Idris & Saad 2019; Ilyas et al. 2020; Kaya 2019; Nakku et al. 2020; Nguyen et al. 2018; Yang
et al. 2018), and varying conceptualisations of ‘performance’ (indicators directly related to
government support programs versus indicators simply related to overall performance)
(DaEun et al. 2020; Hoekman & Sanfilippo 2020; Holtbrügge & Berning 2018; Hye-Young
& Hyunsuk 2017; Idris & Saad 2019; Nakku et al. 2020; Park et al. 2019; Shu et al. 2019;
Tinits & Fey 2020). Existing research has employed various performance indicators, but
when it comes to involving government support, a small number of studies have identified
performance indicators that capture SME performance at the support-program level
(Reijonen et al. 2016), in addition to other indicators that address the overall SME
performance (Ferraz et al. 2015; Hebous & Zimmermann 2020; Hoekman & Sanfilippo
2020).
Although such studies may provide in-depth understanding about government activities, they
may not be able to reveal the mechanisms by which government interventions translate into
improved SME capability and performance.

1.3 Research Questions
This study aims to address the mentioned research gaps by investigating the following
research questions:
1) What role do SME tendering capabilities and tendering activity play in the
relationship between government support and SME performance?
2) Does SME performance at the government support program level affect overall SME
growth performance?
3) Does Entrepreneurial Orientation play a role in the relationship between government
support and SME tendering capabilities or tendering activity?

5

1.4 Research Objectives
This study investigates the impact of government support programs on the performance of
SMEs. Specifically, the research objectives of the study can be summarized as below:
Research Objective 1: To examine the implementation of the government procurement
program in Dubai and explore the roles that SME’s tendering capabilities and tendering
activity play in influencing the relationship between government support and SME
performance at the program level.
Research Objective 2: To explore the relationship between SME performance at program
level and the overall SME growth performance.
Research Objective 3: To investigate the role of EO as a moderator of the relationship
between government support and tendering activity.
Achieving the above-mentioned objectives will enable policy makers to further understand
how benefiting from government support programs influence the performance of SMEs and
provide guidance to revise and improve the existing support mechanisms.

1.5 Research Significance
Impact assessment studies took different approaches across various countries and resulted in
varying and non-comparable results. Such inconsistent results can be attributed to that most
prior research on government impact on SMEs’ performance has examined the role of
government in isolation, without considering the interaction between government support
and other mediating variables. In addition, the different approaches followed towards
conceptualizing and understanding SMEs’ performance might be a reason for the lack of
comparable results. Various performance indicators were studied, but only a small number
of studies identified that there are certain SME performance indicators that can be tracked at
the government support program level and other indicators that resembles the SME overall
growth performance.

6

This research adds to the existing literature in the following ways. First, it empirically,
examines the mediating role of SME tendering capabilities on SME performance. This will
be done following a capability-based view to explore if SMEs should possess certain
capabilities to benefit from government support programs.
Second, it probes the relationships between the performance indicators at two levels: SME
performance at the support program level and SME overall growth performance. To the
researcher’s knowledge, no prior study has used this approach and simultaneously analysed
these mediating variables and performance variable. This novel approach aims to address the
shortage of evidence on the relationship between SMEs’ performance and public
procurement programs. Such understanding will also have managerial contributions at the
SME level that might enhance how SMEs manage their resources and utilise them to build
required capabilities to support their performance and growth.
Third, the research proposes an operationalisation of SMEs’ growth performance that can be
incorporated into the performance indicators currently used by Dubai SME and other
government agencies. Fourth, the research has practical implications by way of its evidencebased guidance for future government interventions. This will guide Dubai SME to revamp
the existing support mechanisms and adopt a more structured approach based on the
assessment of SMEs’ capabilities and performance.
This study followed a novel approach to address the scarcity of research at the intersection
of SMEs’ performance and public procurement programs. Such findings provide greater
understanding on how government support can influence SME performance and pave the
way to address the highlighted gaps.

1.6 Thesis Structure
This thesis is structured as follows. Chapter 1 has introduced the research background,
problems and questions. Chapter 2 reviews the literature on government support and SME
performance to identify research gaps. Chapter 3 describes the research context, highlighting
the SME government support programs provided by Dubai SME. Chapter 4 details the
study’s conceptual framework and hypotheses. The research methodology and design are
7

detailed in Chapter 5. The study adopted a quantitative survey study with cross-sectional time
horizon to test the hypotheses. Chapter 6 presents the study’s findings and statistical testing
for measurement model validation and structural model evaluation. The findings are
discussed in Chapter 7. Chapter 8 summarises the research contributions and implications,
discusses the study’s limitations and suggests directions for future research.

8

Chapter 2: Literature Review
This chapter reviews the existing literature under the following main streams: government
support and SMEs’ performance, capabilities influencing SMEs’ performance in public
procurement programs, and other areas influencing SMEs’ performance.
The first section includes literature review on government support programs with focus on
public procurement programs. This is followed by highlighting the main aspects and
measures of SME performance. The second section discusses the capability-based view and
introduces tendering capabilities and tendering activity. The remaining sections in this
chapter address the other key areas influencing SME performance: entrepreneurial
orientation, entrepreneurial human capital, SMEs’ characteristics and environmental
uncertainty.

2.1 Government Support and SMEs’ Performance
There is a general agreement among policymakers and researchers that SMEs play a vital
role in the economy of any country. Therefore, many governments have developed economic
policies to support entrepreneurship and SMEs (Gilbert et al. 2006; Kondo et al. 2019; OECD
2007, 2020; Park et al. 2019; Rakićević et al. 2016; Tinits & Fey 2020). However, the
rationale for such government intervention has been hotly debated, with researchers
disagreeing over the actual effect of SME support policies on business performance and
broader socioeconomic goals (Boter & Lundström 2005; Hossain et al. 2020; Nakku et al.
2020; Pavlykivska et al. 2020; Wren & Storey 2002). There is uncertainty on how
governments can best support SMEs’ growth (Arshed et al. 2014; Boter & Lundström 2005;
Storey 1994; Wren & Storey 2002).
Many studies have rationalised government intervention based on the fact that SMEs are
vulnerable and very few manage to survive (Baldwin et al. 2000; Wang 2016). In addition,
SMEs have many common features and relatively limited access to resources compared to
larger firms (Barney 1991; Rakićević et al. 2016). According to RBV, firms can achieve
superior performance when they possess resources that are rare, valuable, inimitable and non9

substitutable (Barney 1991). The availability of required resources helps a firm to develop
its own capabilities and core competencies to achieve and maintain sustainable competitive
advantage. For an SME to execute a strategic decision requires the firm to possess the right
fit of resources to support the firm’s growth (Baum et al. 2001; Federico et al. 2012; Gilbert
et al. 2006).
Other studies have rationalised government intervention as a response to market failures due
to SMEs access to imperfect information (Cumming et al. 2015; Hye-Young & Hyunsuk
2017), non-financial services and R&D support (Park et al. 2019; Rakićević et al. 2016).
Government policy statements also tend to justify interventions in terms of SMEs’ capacity
to generate employment, income and innovation (Arshed et al. 2014; Beck et al. 2005). With
most governments now facing severe budgetary constraints, there is considerable pressure to
generate improved evaluations of the effectiveness of enterprise policy interventions,
including direct support to small businesses (OECD 2019b).
Cognisant of SMEs’ limited access to resources, many governments have followed an active
approach and designed business support programs to ensure the growth and competitiveness
of their SME sector (Fischer & Reuber 2003; Klonowski 2010; OECD 2007). Previous
studies have shown that the use of external support is strongly associated with the survival
and growth of SMEs (James et al. 2012; Shaw & Bennett 1999). Chrisman and McMullan
(2004) have shown that SMEs that use public support services have a higher rate of survival
and growth than firms that do not.
Public support programs provide financial and non-financial services (also referred to as
‘hard’ and ‘soft’ business support services, respectively), usually at a large cost to
governments (Audet & St-Jean 2007; Rotger et al. 2012). Examples of financial support
services are business start-up loans, property loans, working capital and grants (Andrieș et
al. 2018; DaEun et al. 2020; Hossain et al. 2020; Kang Li et al. 2019). Examples of nonfinancial support services are advisory, training, marketing, business incubation, networking,
market access and R&D activities(Abdullah 1999; Cumming et al. 2015; Douglas & Eileen
2012; OECD 2019b).
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Researchers have studied different government support programs to assess their
effectiveness. Rotger et al. (2012) question the effectiveness of what they called ‘guided
preparation’ programs, which include all soft services (advisory, training, etc.), provided by
the Danish Government to entrepreneurs and SMEs. They find that the programs contribute
to the survival and size of new ventures but their effect on growth is less clear. In another
study of 1,139 SMEs in UK, researchers found that government SME support advisory
services raised SME survival rate by 4% over the longer run and increased their growth rate
by up to 10% per annum (Wren & Storey 2002). Songling et al. (2018) find significant
influence of government financial and non-financial support on firm performance in
Pakistan.
Researchers have also used different approaches in investigating the relationship between
government support services and SMEs’ performance. Some have focused on the suitability
of provided services and volume of services received (Abdullah 1999; Rakićević et al. 2016).
For example, Rakićević et al. (2016) highlight the importance of matching SMEs’ actual
needs with provided support services. They propose an eight-phase model to better
understand SMEs’ challenges as a method for improving support service planning for SMEs.
They also show a significant correlation between the suitability of government support
services received and the direct growth of SMEs’ total revenues, and a non-significant
relationship between the volume of the support received and the direct growth of the SMEs’
total revenues.
Boter and Lundström (2005) conduct a comprehensive survey to analyse how SMEs use
existing support systems, covering a wide spectrum of different public support activities
(including information, advisory service, business and market development and financial
support). Their results suggest that utilisation of external support services follows an inverted
U-curve in relation to SME size. The low level of utilisation is attributed to the generic
standardised content of support programs, which makes them less useful to certain SMEs
(Boter & Lundström 2005; Curran 2000). Audet and St-Jean (2007) similarly indicate that
although governments provide different SME development and support programs, many
SMEs do not make maximum use of these services because of owners’ perceptions regarding
the nature, quality, utility or relevance of these provided services. Increasing SMEs’
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awareness of available support services and their benefits has also been proven to increase
the adoption and effectiveness of these services (Audet & St-Jean 2007; Rakićević et al.
2016).
Other studies have examined the relationship between different types of government support
services and SME performance (Hye-Young & Hyunsuk 2017; Park et al. 2019). In some of
the studies, researchers reported that providing information did not have a significant
correlation with firm performance, however educational support had a significant impact on
performance (Hye-Young & Hyunsuk 2017). The effects of combining different types of
services has also been explored. For example Park et al. (2019) show that financial resources
from the South Korean Government helped SMEs survive but did not necessarily help them
achieve higher annual sales growth. However, when government-based diagnostic and
support services are combined with public loan financing, they were effective in enhancing
Korean SMEs’ annual sales growth (Park et al. 2019).
Other studies have disputed the relationship between government support and SMEs’
performance. For example, a study involving 438 SMEs in Zambia found that government
support did not have a significant effect on SMEs’ financial performance (Zulu-Chisanga et
al. 2020).
Policymakers are obliged to determine the effectiveness of government programs and
policies, including whether business support mechanisms are still relevant and genuinely
assisting SMEs to operate (Yusoff & Yaacob 2010). The above studies indicate varied and
mixed findings regarding the relationship between government support and SME
performance (Clarysse et al. 2005; Cumming & Fischer 2012; Doh & Kim 2014; Morris &
Stevens 2010; Nakku et al. 2020). This also highlights the lack of strong and comparable
evidence to justify government interventions or on which to base more effective policy design
and implementation (Ali et al. 2018; Arshed et al. 2014; Boter & Lundström 2005; Flynn
2017; Nakku et al. 2020; OECD 2018; Storey 1994; Wren & Storey 2002).
2.1.1 Public Procurement Programs
According to the OECD (2018, p. 22):
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Public procurement is a complex government activity. It refers not just to the act of
purchasing, but rather to a whole process—from identifying what is needed and
determining who the best person or organization is to supply this need, to seeing
that what is needed is delivered to the right place at the right time for the best price,
and meanwhile ensuring that all this is done in a fair and transparent manner.
In many countries, the government is a major buyer of a wide range of goods and services.
In most European Union member states, procurement purchases are estimated to be 25–30%
of public expenditure (OECD 2018). SMEs provide around 65% of private sector sales, yet
their share of public contracts is less than 25% (Morand 2003; OECD 2018). Some studies
cite the reasons for this as the complex nature of government tendering procedures,
administrative burden, and high technical and financial capacity requirements creating
barriers for small firms (Bovis 2018; OECD 2018). Table 1 shows SMEs’ share of public
procurement contracts in various countries (World Bank Group 2017, p. 16).
Table 1: SMEs’ Share of Public Procurement in Terms of Value of Contracts
Awarded
Country

SME Share

Austria
Belgium
Brazil
Chile
Czech Republic
Denmark
Ecuador
Estonia
Finland
France
Germany
Greece
Hungary
Ireland
Italy
Latvia
Lithuania
Luxembourg
Mexico
Netherlands
Paraguay
Poland

48%
39%
30%
50%
59%
41%
55%
41%
51%
35%
37%
78%
68%
65%
50%
67%
43%
64%
15%
41%
45%
53%
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Country

SME Share

Slovakia
Slovenia
Spain
Sweden
United Kingdom
United States
Uruguay

77%
78%
35%
44%
31%
23%
42%

A key highlight of the World Bank Group’s (2017) is that SMEs in Europe managed to secure
around 29% of public procurement contracts in 2009–2011. However, since SMEs contribute
around 56% of total gross value added to the European economy, their share of public
contracts was expected to be much higher (PWC et al. 2014; World Bank Group 2017). There
is no publicly available information on SMEs’ share of federal procurement contracts in the
UAE. The available Dubai-level statistics only include Emirati-owned SMEs and are thus
not comparable with the percentages in Table 1.
Although public procurement has often been categorised as a back office function, it has been
increasingly recognised by many governments as a public policy tool (Kidalov & Snider
2011; Snider 2006; Thai 2001). Many countries have used public procurement policy to
support national strategic objectives of supporting local suppliers and SMEs and, in turn,
supporting economic and social development (Bartha & Snider 2010; Fadic 2020; Kidalov
& Snider 2011; OECD 2018; Snider 2006; Thai 2001). Engaging local SMEs in public
procurement is beneficial both for the companies and the public sector. On the one hand,
public procurement contracts give SMEs better access to markets and help them build and
strengthen their capacities. For SMEs, public contracts represent an attractive proposition on
many levels. They represent a stable and predictable source of demand/income (Flynn &
Davis 2017; Loader 2005; Pickernell et al. 2011), allowing SMEs to more reliably plan for
the future, invest in new technology and recruit staff (Loader & Norton 2015). In contrast,
the public sector can better meet its procurement requirements by working with innovative,
responsive and flexible SMEs (OECD 2018). Public procurement, as a policy lever, was
highlighted as a key national responses to the economic crises of 2008 and 2009 (Bartha &
Snider 2010).
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Many countries (e.g., Canada, India and South Africa) have introduced public procurement
policies or programs to channel a proportion of public contracts to SMEs. Other policies
include directing public departments to deliver projects in smaller parts to enable SMEs to
more easily bid for them and reduce their disadvantage relative to larger firms (Fadic 2020;
OECD 2007, 2018). However, some governments still prefer to bundle procurement
transactions into one large contract for cost savings through buying larger volumes and
reduced administrative costs (Kidalov & Snider 2011). This practice gives larger firms an
advantage over smaller SMEs. In their comparison of public procurement policies and
practices in the US and Europe, Kidalov and Snider (2011) conclude that, despite having
launched them in the 1950s, neither the US or Europe have achieved their SME procurement
policies objectives. Governments’ focus has been on supporting SMEs, but not at the expense
of non-SMEs (Kidalov & Snider 2011; OECD 2018).
Researchers have shown great interest in the effect of public procurement policies on SMEs
and argued that creating additional demand for SMEs will support their performance. Hebous
and Zimmermann (2020) investigate the relationship between public procurement and capital
investment for a sample of US SMEs and find that sales to the government relaxes financial
constraints, permitting SMEs to increase their capital investment. Ferraz et al. (2015) analyse
a dataset on procurement bids in Brazil and find that winning a government contract increases
the winning SMEs’ employee headcount. Winning at least one contract per quarter was found
to increase SME growth by 2.2 percentage points over that quarter. A 10% increase in the
value of contracts won increased SME growth by 0.01 percentage points, or 0.45%, over the
baseline growth rate (Ferraz et al. 2015). SMEs that win government contracts are also
reported to have higher revenues and assets and spend more on wages in the short term (Fadic
2020; Ferraz et al. 2015; Hebous & Zimmermann 2020). An analysis of Sub-Saharan firms’
participation in public procurement found that share of government sales is positively
associated with firm performance, with a 10 percentage point increase in the share of
government sales associated with a four percentage point increase in productivity (Hoekman
& Sanfilippo 2018).
In Dubai, a clear SME procurement policy exists and is implemented via the Government
Procurement Program. Yet, to date, no impact assessments have been conducted, and Dubai
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SME only submits an annual report of the program’s total value of contracts (Dubai SME
2020). Establishing a relationship between SMEs’ performance (or other positive firm
outcomes) and winning government contracts is of great importance to policymakers as it
will provide evidence of the effectiveness of government support policies and programs.
Identifying the mechanisms of the relationships will further aid policymakers on how to best
support SMEs.
2.1.2 SME Performance
As an important component of any economy, SMEs have attracted much attention from
researchers and policymakers (Andrieș et al. 2018; Hebous & Zimmermann 2020; Verovska
& Zujeva 2019). SME performance in particular is one of the most heavily researched areas
in the field of strategic management (Fadic 2020; Kang Li et al. 2019; Nakku et al. 2020;
OECD 2019b; Park et al. 2019; Tinits & Fey 2020).
Since SME performance can have many aspects, many researchers focus on SMEs’ growth
performance, as this is often associated with an SME’s overall success and survival (OECD
2019b; Pasanen 2007). Growth performance is also a key precondition for the achievement
of other business goals (Dobbs & Hamilton 2007; Idris & Saad 2019; Storey 1994; Tinits &
Fey 2020). However, there is a lack of consensus on the conceptualisation and
operationalisation of SME growth performance. Since growth can occur in any of a firm’s
aspects, many different growth indicators have been discussed in the literature, including
absolute versus relative sales, profitability, number of employees, market share and physical
output (Andreas et al. 2009; Delmar et al. 2003; Gartner & Liao 2012; Murphy et al. 1996;
Rauch et al. 2009).
Notably, although there is general agreement that objective measures of SME growth
performance are preferable to subjective measures based on SME owners’ judgements (Beal
2000), many studies still adopt subjective, perception-based indicators to measure SME
growth performance (Khan et al. 2014). The reason for this, is that objective indicators of
SME growth performance are usually problematic to collect due to SMEs typically being
privately owned and under no requirement to publish annual financial reports (Khan et al.
2014). SME owners are usually reluctant to provide their business financial reports to
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outsiders (Kemp & Gibcus 2003). Further, available financial reports may be considered
biased due to varying accounting standards, potential manipulation of financial data and lack
of external auditors (Pucci et al. 2017).
Prior research on SMEs has employed various approaches to understanding SME growth
performance and its associated phenomena, though the two main measures used are sales
levels and employment size (Davidsson et al. 2002; Davidsson et al. 2009; Huynh & Petrunia
2010; Weinzimmer et al. 1998). Growth in sales has been widely acknowledged as providing
clear evidence of an SME’s performance over time (Davidsson et al. 2009; Delmar et al.
2003; Pasanen 2007; Venkatraman & Ramanujam 1986; Weinzimmer et al. 1998). The main
rationales for using growth in sales as the proxy for SME performance are that it indicates
increasing or decreasing customer demand (Robinson 1999), can serve as an instrument for
increased profitability and may signal the possibility of developing capabilities and
expanding resources (Pasanen 2007).
Despite its wide application, this operationalisation is not free from criticism. Gilbert et al.
(2006) highlight that growth in sales depends mainly on an SME’s available and sellable
products or services, which might not be relevant for SMEs in certain industries that require
years of product development (e.g., high-tech industries). Thus, some prior studies prefer
measuring SME growth performance by assessing both sales levels and employment size
(Federico et al. 2012; Mole et al. 2009; Wren & Storey 2002), which indicates the expansion
of the SME’s operations and increase in business.
Davidsson et al. (2009) argue that growth in sales is an important but potentially misleading
indication of business success if used without considering a firm’s profitability since a firm
can realise high sales growth without being profitable. They argue that ‘sound growth’
usually starts by achieving sufficient levels of profitability. Profitability (Crick et al. 2011)
and growth in profitability (Birley & Westhead 1990; Lee & Tsang 2001) are common
measures of a firm’s growth. Measuring performance in terms of change in sales and change
in profitability provides a more accurate picture of a firm’s growth performance.
Similarly, growth in employment does not always reflect true business performance since it
is more relevant to certain types of labour-intensive industries (e.g., manufacturing) than
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others (e.g., share trading) (Weinzimmer et al. 1998). However, many researchers argue that
using the employment growth measure may be preferable when conducting international
studies since it minimises the influences of inflation, currency and accounting issues
(Capelleras & Rabetino 2008; Federico et al. 2012).
For the current study, there is a need for a more comprehensive operationalisation of SME
performance to capture both SME performance at the program level and overall SME growth
performance. For such programs, it is important to understand the mechanisms that lead to
positive SME performance at the program level by tracking the SME win rate for contracts
(Fadic 2020; Flynn & Davis 2016; Reijonen et al. 2016). This way, the effect of the support
provided on overall SME growth performance can be assessed by considering SME growth
indicators such as sales, profitability, employment, and other relevant indicators (Ferraz et
al. 2015; Hebous & Zimmermann 2020; Hoekman & Sanfilippo 2018).
As previously mentioned, some studies have found relationships between SME performance
at the program level and overall SME growth performance (Fadic 2020; Ferraz et al. 2015;
Hebous & Zimmermann 2020; Hoekman & Sanfilippo 2020). In such cases, public policies
that favour small enterprises might have a positive and significant effect on the growth and
development of SMEs (Fadic 2020).
As previously stated, however, there is a lack of understanding of the role of government
support programs in facilitating SMEs’ performance, with prior findings being inconsistent
and non-comparable (Doh & Kim 2014; Morris & Stevens 2010; Nakku et al. 2020). When
considering SME performance at the program level, which in the case of government
procurement programs is represented as contract win rate, it is important to understand how
prepared SMEs are to bid. That is, have SMEs developed certain tendering-related
capabilities that might be important in explaining firm performance/contract win rate in
government support programs (Flynn & Davis 2017).
Studying the relationship between government support, SMEs’ tendering capabilities and
SME performance at the program level will provide significant insights on government
support’s influence on SMEs’ tendering capabilities. This can result in identifying support
programs that are more relevant and can positively influence SMEs’ tendering capabilities.
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2.2 SMEs’ Tendering Capabilities
Prior research on SMEs’ participation and success in public procurement mainly focuses on
the barriers experienced by SMEs rather than the factors that promote their participation and
success (Akenroye et al. 2020; Flynn 2018; Flynn & Davis 2016b; World Bank Group 2017).
Many studies investigate SMEs’ performance in public procurement and other government
support programs in terms of resource availability (Boter & Lundström 2005; Federico et al.
2012; Karjalainen & Kemppainen 2008; Morris & Stevens 2010). According to RBV
(Barney 1991), firms can achieve superior performance levels when they possess resources
that are valuable, rare, inimitable and non-substitutable. RBV relates a firm’s performance to
its resources and capabilities (Barney 1991; Wernerfelt 1984). Resources are defined as
tangible and intangible factors owned or controlled by the firm (Amit & Schoemaker 1993;
Grant 1991; Pucci et al. 2017), and capabilities are defined as ‘information-based, tangible
or intangible processes that are firm-specific and are developed over time through complex
interactions among the firm’s resources’ (Amit & Schoemaker 1993, p. 35). Firm’s
capabilities are considered invisible assets rooted in organisational processes (Pucci et al.
2017; Teece et al. 1997). It is mainly a firm’s capabilities that enables it to deploy resources
in an effective and efficient manner to achieve superior performance (Nath et al. 2010; Ren
et al. 2015).
Flynn and Davis (2016a, 2017) present a new research direction to analyse SME performance
in public procurement programs by adopting a capability-based view. They define capability
as ‘the capacity of a firm to leverage and deploy its resources, using organizational processes,
to achieve a desired goal’ (Flynn & Davis 2017, p. 338). Flynn and Davis (2017) suggest that
SMEs should possess certain tendering capabilities to win public procurement contracts. This
direction builds on previous RBV-focused explanations (Alvarez-Torres et al. 2019; Kaya
2019; Park et al. 2019; Rakićević et al. 2016; Reijonen et al. 2016) and aims to link certain
tendering capabilities to SME performance in public procurement (Dimitri 2013). Two types
of SME tendering capabilities are identified in the literature: relational capability and
procedural capability.
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2.2.1 Relational Capability
Tendering for government contracts is not limited to formalised requirements and
procedures. Among the key barriers facing SMEs in public procurement are those directly
related to the ability to communicate and network with government buyers (access to relevant
information, restricted communication, publication of contract opportunities, etc.) (World
Bank Group 2017). Relational capability is defined as a ‘firm’s ability to communicate with,
engage and influence public buyers’ (Flynn & Davis 2017, p. 338). This capability is
considered vital for SMEs, as it enables them to make themselves visible to government
buyers to showcase their strengths and competencies (Woldesenbet et al. 2012).
Relational capability is about building relationships, sharing knowledge and fostering trust
with existing and potential clients (Woldesenbet et al. 2012). The importance of networking
and connections among actors in business networks have been highlighted in earlier studies
(Ramirez et al. 2010; Smallbone et al. 2010); these connections can be considered valuable
resources since they facilitate economic activity (Kowalkowski et al. 2013; Nahapiet &
Ghoshal 1998) and enable entrepreneurs to be more efficient by accessing privileged business
opportunities (Batjargal 2003; Fornoni et al. 2011; Rubalcaba et al. 2010; Toivonen &
Tuominen 2009).
Therefore, relational capability is expected to influence SME involvement and success in
public procurement in two main ways. First, frequency of submitting bids to public tenders
(Flynn & Davis 2017). When an SME builds relationships with public buyers and other
relevant procurement decision-makers, this can result in receiving more invitations to public
tenders. It may even encourage public buyers to engage the SME in consultations about future
supply needs and product or service specifications. This is supported by Reijonen et al.
(2016), as they find that proactively engaging with potential buyers is associated with higher
rates of bid submission.
Second, relational capability is expected to be related to SME success in winning contracts.
Having the ability to cultivate relationships with procurement decision-makers can enable
SMEs to build trust among public buyers (Glas & Eßig 2018; Maser & Thompson 2013).
This is important, as building trust through networking and establishing personal business
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contacts can be key factors that influence the process of shortlisting suppliers and awarding
contracts (Reis & Cabral 2015).
Benefiting from relevant government programs, especially those related to commercial
promotion and networking with government entities, enables an SME to develop higher
levels of relational capability, as this allows the SME to communicate with public buyers and
build good relationships with them. This is expected to lead to increased access to future
opportunities and higher performance levels in terms of winning contracts (Alinaghian &
Razmdoost 2018; Milovanović et al. 2016).
2.2.2 Procedural Capability
Procedural capability refers to an SME’s ability to deal with the administrative and technical
requirements of government buyers (Flynn & Davis 2017). SMEs usually find it challenging
to comply with all technical and administrative tendering requirements, which usually require
substantial time and resource commitments (Baden et al. 2011). Among the key barriers that
SMEs face in public procurement processes are excessive bureaucracy and documentation
requirements, financial guarantees, lack of capability in writing formal proposals and having
enough time to prepare quotations (World Bank Group 2017).
These barriers are clearly related to the procedural capability of the SME. For an SME,
procedural capability represents the ability to manage the technical and formal requirements
of tendering and contract administration. It means being able to understand the requirements
of public buyers, what are they looking for from their suppliers and the criteria that they use
to evaluate them (Flynn & Davis 2017a). Procedural capability also denotes an SME’s ability
to satisfy the minimum qualification standards that public buyers have. Such standards may
include previous track record in the same industry, financial strength, and compliance with
relevant standards (Withey 2011). It is important for an SME to be able to provide evidence
to validate claims made during the tendering process. This usually requires being proficient
at articulating its strengths in areas relevant to the evaluation criteria. It might also require
committing resources to retain or acquire specific technical or legal expertise or knowledge
(Baden et al. 2011; Flynn et al. 2015; Karjalainen & Kemppainen 2008).
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Procedural capability is relevant outside the tendering process. If an SME does not win a bid,
it should be able to know how to obtain feedback from buyers to identify the strengths and
weaknesses of its bid to aid future improvements (Flynn et al. 2015). Similarly, if an SME
wins a contract, it should be able to understand all awarding notices and exhibit competence
in managing the contract and delivering all requirements in line with the contractual terms.
Failing to meet these terms might damage the SME’s credibility and weaken its chances of
winning new contracts with public sector buyers (Flynn et al. 2015).
Based on the above, procedural capability is expected to affect SME tendering activity and
performance. The ability to understand public buyers’ requirements and prepare a bid
accordingly renders the tendering process more streamlined for an SME and is expected to
increase the frequently of its bids (Flynn & Davis 2016a). Procedural capability is also
expected to have a significant influence on the SME success rate in winning contracts. This
is due to the importance of having the ability to understand and meet the qualification criteria,
in addition to managing the tendering process (Withey 2011) and to maximise the benefits
of tendering by making the tendering process more efficient. This would encourage an SME
to direct more operational focus and revenue-seeking activity towards public sector tenders,
which will (in theory) lead to winning more contracts (Flynn & Davis 2017).
It must also be mentioned that when SMEs benefit from government support services such
as guidance and training, this is expected to have a positive influence on the SMEs’
procedural capability since such programs increase SMEs’ ability to comply with the
technical and administrative requirements of government buyers (Flynn & Davis 2016a;
Rakićević et al. 2016).
The remaining sections in this chapter address the other key areas influencing SME
performance:

entrepreneurial

orientation,

entrepreneurial

human

capital,

SMEs’

characteristics and environmental uncertainty.

2.3 Entrepreneurial Orientation
Entrepreneurial orientation (EO) has been widely acknowledged as a strong predictor of firm
performance (Alvarez-Torres et al. 2019; Semrau et al. 2016). Given that SMEs are usually
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considered more resource-constrained than large firms (Park et al. 2019; Yang et al. 2018),
EO may serve as an important managerial instrument, enabling SMEs to reconfigure
resources at hand with a view to utilising them more efficiently, identify market opportunities
and capitalise on them (Lekmat et al. 2018; Nakku et al. 2020). In other words, from the RBV
perspective (Barney 1991), SMEs’ EO represents a valuable organisational capability that
can facilitate the development of a sustained competitive advantage (Mason et al. 2015;
Pittino et al. 2017; Reijonen et al. 2016). It is the channel through which managers use
systems of practices and managerial styles to direct how resources are used. Thus, EO
represents managers’ mobilising visions as discussed in the resource orchestration literature
(Chen et al. 2012; Miao et al. 2017; Zhao et al. 2010).
Therefore, the EO of an SME can be considered a key organisational-level factor that
supports decision-making and enables the SME to identify and chase market opportunities
(Lumpkin & Dess 1996). EO has been expansively discussed in previous research related to
management and decision-making (Covin & Slevin 1989; Lumpkin & Dess 1996; Miller &
Friesen 1982; Mintzberg 1973). EO includes dimensions that reflect the processes, methods
and styles that inform an SME’s entrepreneurial activities (Lumpkin & Dess 1996), and many
studies have provided evidence of the positive relationship between EO and overall
performance (Dess et al. 1997; Rauch et al. 2009; Wiklund & Shepherd 2005; Zahra 1991).
Most studies on EO adopt Miller’s (1983) definition of an entrepreneurial firm and, based on
this, identify the key three dimensions of EO as risk-taking, innovativeness and proactiveness
(Covin & Lumpkin 2011; Covin & Slevin 1989; Wiklund & Wiklund 1999; Wiklund &
Shepherd 2005). The present study adopts the conceptualisation of EO as ‘a sustained SMElevel attribute represented by the singular quality that risk-taking, innovative, and proactive
behaviours have in common’ (Covin & Lumpkin 2011, p. 863). Accordingly, EO represents
an SME’s concurrent pursuit of three behaviours: innovativeness, which captures the SME’s
tendency towards supporting creativity to introduce new products or services and encourage
investments in long-term R&D; risk-taking, which encompasses the SME’s acceptance of
uncertainty and tolerance towards allocating resources for uncertain projects and reliance on
new and novel approaches; and proactiveness, which reflects forward-looking and first-
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mover strategic actions that challenge rather than respond to competitors’ actions (Covin &
Lumpkin 2011; Hughes & Morgan 2007).
The present research considers EO to represent a valuable organisational capability for an
SME that can facilitate the development of a sustained competitive advantage (Mason et al.
2015; Pittino et al. 2017; Reijonen et al. 2016). EO can influence an SME’s tendency to
identify and exploit contract opportunities (Baker & Sinkula 2009), and can also affect the
willingness of the SME to participate in public tendering (Lekmat et al. 2018). EO may also
serve as an important managerial instrument, enabling SMEs to reconfigure resources at
hand, including received government support, with a view to utilising the resources more
efficiently to identify and exploit market opportunities (Lekmat et al. 2018; Nakku et al.
2020). Therefore, this research adopts the nine-item scale by Reijonen et al. (2016), which is
a reflective measure that captures the SME levels of innovativeness, risk-taking, and
proactiveness, in order to investigate the influence (moderating effect) that EO might have
on the relationship between government support and SMEs’ tendering activity and
capabilities.

2.4 Entrepreneurial Human Capital
Human capital has been defined in the literature as the stock of personal knowledge, skills
and abilities accumulated by individuals through investments in education, training and other
experiences (Chen et al. 2012; Ucbasaran et al. 2008). Another definition is a set of
characteristics that make individuals more productive and effective, being reflected in an
individual’s skills, cognition, experience and knowledge (Felício et al. 2012). Individuals
with higher levels of human capital tend to have greater levels of self-confidence and
decreased concerns over risk (Shane & Venkataraman 2000). In business, human capital is
usually embedded in valuable human resources, such as educated, skilled or talented
managers or employees that can enable the firm to achieved higher levels of performance
and objectives (Bowman & Swart 2007). As stressed by RBV, a firm with resources that are
valuable, scarce, inimitable and non-substitutable can outperform other firms (Barney 1991),
and owners’ backgrounds and experiences represent a significant part of firms’ said resources
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(Athanassiou & Nigh 2000; Castanias & Helfat 2001; Delmar & Wiklund 2008). Such
knowledge is critical to a firm because managements’ decisions affect resource allocation
and the firm’s strategic choices (Jansen et al. 2013; Lau et al. 2012).
Human capital has mainly been investigated at the SME owner level to assess the effects of
entrepreneur’s characteristics on firm performance (Almus 2002; McPherson 1996; Roper
1999; Wasilczuk 2000). The rationale behind this is that there is a stronger connection
between the owner and firm in SMEs compared to large companies (Pasanen 2007). As
highlighted by Pittino et al. (2017), in the context of SMEs, the influence of the chief
executive officer (CEO) is likely to be more prominent, given the overlap between
ownership, management, entrepreneurial roles and lower structural executive actions. In
addition, the influence of the owner’s human capital on SME performance manifests as
improved managerial capacity and increases probability of effectively identifying
opportunities (Soriano & Castrogiovanni 2012), expected to positively influence firm
performance (Florin et al. 2003; Tang & Tang 2007). Researchers have highlighted that the
human capital characteristics of the entrepreneur will strongly influence the way SMEs are
managed and their overall performance (Colombo & Grilli 2005; Cooper et al. 1994;
Davidsson & Honig 2003; Felício et al. 2012; Hatch & Dyer 2004).
2.4.1 Education
At the CEO level, formal education has been identified by many studies as a characteristic
that influences the growth of an SME (Cooper et al. 1994; Hatch & Dyer 2004; Ucbasaran et
al. 2008). The amount of formal education completed, in terms of the highest degree attained,
is considered one of the most fundamental indicators of general human capital. Formal
education, independent of the studied discipline, tends to support the identification and
understanding of standard practices, strengthen analytical judgement and decision-making
skills, and empower knowledge development (Schilhab 2007). As such, persons with high
levels of educational attainment are expected to be particularly well suited for working in
predictive and logic-based environments. Building on this, some studies highlight that level
of education is also positively related to the capacity of managers to make strategic choices
according to changing environmental requirements (Cooper et al. 1994; Rubio & Aragón
2009; Ucbasaran et al. 2008). It is also expected that education would support the
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development of general skills such as communication, teamwork, critical analysis and
problem solving (Soriano & Castrogiovanni 2012). Although there are some contradictory
findings (e.g., Stuart & Abetti 1990), the majority of the literature supports the view that
education has a positive effect on a firm’s growth (Cooper et al. 1994; Lee & Tsang 2001;
Ucbasaran et al. 2008).
2.4.2 Industry Experience
Similarly, related industry experience (often measured in the number of years an individual
has worked in an industry) is a well-studied facet of human capital in the entrepreneurship
literature (Baum et al. 2001; Box et al. 1993; Cooper et al. 1994). Individuals with high levels
of industry experience usually have a better understanding of the competitive nature of the
business environment, which enables them to better identify opportunities and threats,
understand how to utilise specific regulations, and realise the importance of maintaining
strong relationships with key customers and suppliers (Bragaw & Misangyi 2017; Hamori &
Koyuncu 2015).
The literature also suggests that related industry experience helps a CEO to increase firms
profitability and productivity in ways consistent with those already identified for formal
education, as the experience provides the CEO with industry knowledge that leads to better
understanding of markets and customers, opportunity identification and acquisition of
resources (Felício et al. 2012).
2.4.3 Entrepreneurial Experience
The third characteristic of human capital is prior entrepreneurial or start-up experiences.
There is an intuitive link between having prior experience founding and developing firms
with performance in subsequent efforts to develop and grow a new business (Ganotakis 2012;
Lafuente & Rabetino 2011; Lau et al. 2012). Given the complexity of establishing a new
venture, entrepreneurs with prior experience are expected to have a distinct advantage, being
more likely to avoid costly mistakes than those with no prior entrepreneurial experience.
Experienced entrepreneurs should learn from their past experiences and be better equipped
to take on present and future related entrepreneurial undertakings (Baum et al. 2001; Box et
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al. 1993; Corbett 2007). Lee and Tsang (2001) indicated that among all the factors
considered, an entrepreneur’s industrial and managerial experience has the greatest influence
on firm growth. Other studies also highlight that an entrepreneur’s education and prior
experience in an activity will enhance their decision-making competencies (Baum & Locke
2004; Mullins 1996).
The present study considers education, industry experience and prior entrepreneurial
experience in measuring the human capital of SME owners as an influencer of SME growth
(Shane 2000; Ucbasaran et al. 2008).

2.5 SMEs’ Characteristics
In addition to individual factors, SME growth is also subject to various organisational factors
that have been intensively studied in the field of SME research and entrepreneurship (De
Clercq et al. 2013; Felício et al. 2012; Omri et al. 2015; Zulu-Chisanga et al. 2020). SME
size and age have been considered among the main factors that explain the growth of SMEs
(Hamilton 2012; Jan et al. 2012; Kaya 2019). One of the key contributions to the investigation
of the relation between firm size and firm growth is Gibrat’s law (Gibrat 1931), which
suggests that a firm’s growth rate should be independent of a firm’s size. This proposition
has been heavily debated. Audretsch et al.’s (2004) review of 59 empirical studies finds that
31 reject Gibrat’s law, nine accept it and 19 were inconclusive. Studies that reject Gibrat’s
law have found a relationship between a firm’s growth rate and its size.
Sutton (1997) finds that a firm’s growth rate tends to fall as its size increases, and Storey
(1994) reports a negative correlation between an SME’s age and size versus its growth (i.e.,
younger and smaller SMEs have higher growth rates). These results have been confirmed by
subsequent studies, which generally find a statistically significant relationship between SME
growth rate and size, though this effect tends to reduce as size increases (Almus & Nerlinger
1999). Similarly, a clear relationship has been found between a firm’s age and growth, though
again this effect appears to be reduced with the age of an SME (Almus & Nerlinger 1999;
Davidsson et al. 2002; McPherson 1996).
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Another key SME characteristic is its line of business, which some studies find to affect its
growth trends and potential benefit from government support (Demidova & Yakovlev 2012;
Murphy et al. 1996; Soriano & Castrogiovanni 2012).
These above postulated relationships are worthy of further investigation and are examined in
the present study, given their influence on SME participation in support programs (OECD
2018; 2019a).

2.6 Environmental Uncertainty
Organisational theory and business policy literature highlights the role of environmental
factors as an important contingency in understanding an SME’s strategic actions towards
business growth (Arasli et al. 2019; Dess & Beard 1984; Pfeffer & Salancik 1978). Due to
their limited resources, SMEs need to be more responsive to market changes in dynamic
environments (Cavazos et al. 2012). Studies have indicated many external factors that may
influence SME growth, such as location, industry-specific factors, market conditions, access
to finance, networking, business environment and public policies (Aldrich 1979; Goby &
Nickerson 2012; Harrington & Kendall 2005; Porter 1980). In addition, industry sector has
also been shown to be a significant factor in firm growth (Almus & Nerlinger 1999; Brixy &
Kohaut 1999; Davidsson et al. 2002).
Fast changes in competition and demand require firms to have capabilities to anticipate and
detect these changes in a timely way, to quickly respond to their implications (Poulis &
Wisker 2016). Frequent changes in regulations may also force SMEs to continually reevaluate and adjust their operations if they want to remain competitive (Badri et al. 2000).
As an external factor, perceived environmental uncertainty is defined as how managers
perceive the stability and predictability of their organisations’ external environment covering
technological, industrial, economic and competitive aspects, as well as clients’ preferences
(Gordon & Narayanan 1984). Therefore, it is more related to the managers’ perceptions of
uncertainty, rather than actual uncertainty in the business environment (Arasli et al. 2019;
Poulis & Wisker 2016).
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Chapter 3: Research Context and Gaps: Government Support for
SMEs in Dubai
The Government of Dubai has highlighted its intent to leverage its existing strengths and
focus on supporting the growth of local SMEs (Dubai SME 2009). One of the main initiatives
to support local SMEs is Dubai SME, which operates under the Department of Economic
Development. In addition to its mandate of fostering the development of entrepreneurship in
Dubai, Dubai SME has the strategic aim of creating a pipeline of new businesses to take root
in Dubai on a sustainable basis. The agency has adopted three key strategies to support the
Dubai’s long-term economic development goals, summarised under the titles of ‘advocate’,
‘seed’ and ‘groom’; that is, advocating government on key policy issues to develop the
entrepreneurial ecosystem in Dubai, seeding potential start-ups and promoting
entrepreneurship, and grooming promising SMEs to become global enterprises (Dubai SME
2013).
This chapter discusses the working definition of SMEs in UAE, the main SME support
programs and services in Dubai and concludes by highlighting the research gaps.

3.1 Working Definitions of ‘SME’
In order to achieve its goals, defining what SMEs are was a key milestone for the Government
of Dubai. Having an official definition provides clear criteria to identify SMEs and qualify
them for different support programs. In addition, it provides a common language to be used
among different stakeholders for generating statistics and tracking performance (European
Commission 2020). Defining SMEs is the starting point for various SME-focused programs,
policies, studies and initiatives and allows the effect of these to be tracked. Since the SME
sector cuts across various industries, governments must set targeted policies that will create
the greatest value for the economy and industry, based on the limited resources available.
The definition is a means to a larger end—primarily, the country’s economic development
(Dubai SME 2009).
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In most countries, SMEs are generally defined based on workforce headcount, amount of
capital assets and turnover (European Commission 2020; World Bank Group 2017). In
Dubai, Dubai SME developed the first official definition in 2009. The process was based on
a scientific statistical approach and engaged key stakeholders from public and private sectors,
with the key parameters being identified as workforce and turnover (Dubai SME 2009). The
UAE Government adopted Dubai SME’s definition in 2016. The definition classifies SMEs
into three categories—micro, small and medium (see Table 2)—and defines SMEs as:
An entity engaged in an economic activity, with a legal form (registered as a
business either with a Commercial Registry by the Department of Economic
Development (DED) or with a free zone) and meets the thresholds of employee
headcount AND turnover as applicable to the industry group it belongs to
(Trading/Manufacturing/Services) (Dubai SME 2009, p. 44).
Table 2: Dubai SME Definition of ‘SME’
Size
Category
Micro
Small
Medium

Trading Industry
Employees
Turnover
(AED)
≤5
≤3,000,000
6–50
≤50,000,000
51–200
≤250,000,000

Manufacturing Industry
Employees
Turnover
(AED)
≤9
≤3,000,000
10–100
≤50,000,000
101–250
≤250,000,000

Services Industry
Employees
Turnover
(AED)
≤5
≤2,000,000
6–50
≤20,000,000
51–200
≤200,000,000

Source: Dubai SME (2016).

By way of comparison, in Europe, SMEs are classified according to the criteria summarised
in Table 3, though only one criteria needs to be met by a business, not both (European
Commission 2020). Approximately 20.7 million enterprises in the European Union fall
within the scope of the above definition (European Commission 2012). In the US, the US
Small Business Administration (2011) defines a small business as an independent business
with less than 500 employees. Table 4 gives examples of SME definition criteria in different
countries. Most high-income countries classify SMEs based simply on number of employees.
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Table 3: European Commission’s Definition of ‘SME’
Size Category Employees Turnover (€) or Balance Sheet Total (€)
Medium

<250

≤50 million

≤43 million

Small

<50

≤10 million

≤10 million

Micro

<10

≤2 million

≤2 million

Source: European Commission (2020, p. 11).

As shown in Table 4, most high-income countries as categorized by World Bank, define
SMEs based on the number of employees only. The European Commission depended on two
criteria: employment and (turnover or assets). This is usually relevant to the strategy that the
county is following to support its SME sector, in addition to other factors such as availability
of data and ease of collection.
From the examples provided above, it is clear that countries around the world agreed on the
importance of having a common definition for SMEs as a first step to identify the sector
boundaries and customize proper programs and policy interventions to foster the sector’s
growth and development.
Table 4: Examples of Different Countries’ Definitions of ‘SME’
Country
Australia
Bahrain
Korea
New Zealand
Oman
Saudi Arabia
United States

Size Category (Based on Number of
Employees)
Micro
Small
Medium
1–4
5–19
20–199
1–9
10–19
20–99
1–9
10–49
50–299
1–9
10–99
100–499
1–5
6–20
21–100
1–9
10–59
60–199
1–9
10–99
100–499

Source: IFC (2010).
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3.2 Dubai SME Programs and Services
As previously mentioned, SMEs account for 99.14% of the total enterprises in Dubai, employ
50.50% of Dubai’s workforce and contribute 46.4% of Dubai’s value-add (DSC 2021).
Hence, SMEs constitute an important component of Dubai’s economy.
Since its establishment in 2002, Dubai SME has adopted many support policies to lower
business start-up cost for local entrepreneurs, develop local SMEs’ capabilities and provide
local SMEs with significant market access and growth opportunities. The provided support
services are grouped under two main programs: the start-up support program and
Government Procurement Program (Dubai SME 2013).
3.2.1 Start-up Support Program
The start-up support program includes services such as start-up guidance, training,
incubation, exemption from licensing-related fees and providing a centralised business startup service (consolidating all approval functions under one agency). Since its creation, Dubai
SME has served over 9,265 local start-ups by granting them collectively over 823 million
AED worth of subsidies for licensing fees, advisory and training services. This has
significantly lowered SMEs’ start-up costs and given them an opportunity to test their
business models with guided support (Dubai SME 2020).
Registration services include access to business start-up advisory services to guide new
businesses through start-up (e.g., ensuring they know how to minimise their costs and access
available assistance). Additional assistance includes issuance of trade licenses with a fiveyear exemption from local government fees and access to discounts from program partners
who provide various services (Dubai SME 2013). Also offered under the start-up support
program are a variety of short courses (in areas such as business planning, finance, marketing
and pricing) and a three-month entrepreneurship diploma (Dubai SME 2013).
Dubai SME has also identified the difficulty of securing initial business funding (Andrieș et
al. 2018; DaEun et al. 2020; Hossain et al. 2020) and launched a financing program based on
Islamic banking principles to overcome this. Dubai SME has adopted a Credit Guarantee
Scheme, whereby it acts as an advisor to refine the proposed business plan, then facilitates
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obtaining a start-up loan (100,000–3,000,000 AED) at preferential terms (e.g., two-year
grace period and five-year settlement period) through a network of affiliated banks (Dubai
SME 2013).
3.2.2 Government Procurement Program
The Government Procurement Program represents the Government of Dubai’s commitment
to supporting SMEs via allocating 10% of public procurement contracts to Dubai SME
members (Dubai SME 2013). Such policy practices are usually referred to as “set asides”,
which represents a designated percentage of the government procurement budget reserved
for SMEs (World Bank Group 2017). According to Dubai SME mandate, all governmentowned entities or entities with over 25% government ownership are required to exempt
members of Dubai SME from any registration fees for being listed as qualified suppliers,
allocate at least 10% of their annual purchasing budget to them, and allow preferential pricing
for bids submitted by them (if the bid value does not exceed 5% more than the lowest bid
submitted) (Dubai SME 2013; World Bank Group 2017). The main objective of the program
is to facilitate the awarding of public contracts to local SMEs, thereby improving their
sustainability and helping them compete with larger enterprises. Since its launch in 2002, the
program has channelled more than 7.5 billion AED worth of government contracts to its
members (Dubai SME 2021).
Support services included under the Government Procurement Program include registering
SMEs; providing information, guidance and orientation to qualify them as suppliers; granting
free access to the centralised government procurement platform (‘e-Supply’); training in the
technical aspects and requirements of tendering; promotion and marketing assistance;
networking assistance; and providing support to access financing (Dubai SME 2013, 2021).
Such support services have been adopted in many countries (Bovis 2018; OECD 2018).
Among the provided training services, Dubai SME created programs in collaboration with
government entities in order to educate SME owners on how to comply with technical
requirements of different types of contracts (Dubai SME 2021). These trainings are usually
delivered through workshops, seminars, and advisory sessions (Glas & Eßig 2018; OECD
2018). In addition, in order to support SME suppliers to manage their cash flow properly and
face the challenges of delayed payments, Dubai SME launched financing products such as
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contract financing and invoice financing with zero interest to meet the requirements of SMEs
in getting their due payments in short time (Dubai SME 2021).
The total value of contracts facilitated by Dubai SME to Government Procurement Program
members was 1.5 billion AED in 2017, a 44% increase over the previous year (Dubai SME
2018). However, only 16% of program members managed to win contracts in 2019 (Dubai
SME 2019). This has motivated the Dubai Government to support studies to identify the
reasons behind this phenomenon and understand how to better assist SMEs in winning
government contracts. Although Dubai SME reports annually on the total value of facilitated
contracts (Dubai SME 2021), it has never conducted an impact assessment of program
services on SME growth.

3.3 Research Gaps
Building on the literature review in Chapter 2 and the above research context, the research
gaps can be summarised as follows. Governments around the world agree on the importance
of SMEs and their crucial contributions to the economy (Agyapong et al. 2021; Ayyagari et
al. 2007; Beck et al. 2005; OECD 2020). Hence, many governments have introduced policies
and programs to support SMEs (OECD 2020; Pavlykivska et al. 2020; Tinits & Fey 2020).
Government procurement programs are among the main practices adopted by governments
to support SMEs’ (Hebous & Zimmermann 2020; Tammi et al. 2020; Woldesenbet &
Worthington 2019).
However, studies on such government interventions have returned inconclusive and noncomparable results (World Bank Group 2017), and the effect of government support on SME
growth is not supported by robust and comparable evidence (Boter & Lundström 2005; Fadic
2020; Hebous & Zimmermann 2020; OECD 2007; Wren & Storey 2002). Therefore,
governments are uncertain about how to best support SMEs’ growth. The lack of robust and
comparable evidence on which services to offer and what performance measures to track has
limited more effective policy design and implementation (Ali et al. 2018; Arshed et al. 2014;
Boter & Lundström 2005; Flynn 2017; Nakku et al. 2020; OECD 2018; Storey 1994; Wren
& Storey 2002).
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Most prior research on government supports’ effects on SMEs’ performance has examined
the role of government in isolation, without considering the interaction between government
support and other mediating and moderating variables (DaEun et al. 2020; Hossain et al.
2020; Idris & Saad 2019; Ilyas et al. 2020; Kaya 2019; Nakku et al. 2020; Nguyen et al. 2018;
Yang et al. 2018). Such studies have not shown the mechanisms by government interventions
translate into improved SME capability and performance. In the context of government
procurement programs, recent studies have highlighted the role of SME tendering capabilities
and activities in government support and SME performance at the program level (Flynn &
Davis 2017). More investigations are needed in this direction to strengthen results and assist
governments in designing effective support policies.
In addition, the lack of comparable evidence on the effect of government support on SME
performance is in large part due to different conceptualisations of SMEs’ performance. Prior
research has employed various performance indicators, but few studies have identified
performance indicators that capture SME performance at the program level for government
procurement programs (Ferraz et al. 2015; Hebous & Zimmermann 2020; Hoekman &
Sanfilippo 2020). Such indicators can denote an SME’s success rate in winning government
contracts (Reijonen et al. 2016), and other indicators address overall SME growth
performance (Ferraz et al. 2015; Hebous & Zimmermann 2020; Hoekman & Sanfilippo
2020). Further, the relationship between SME performance at both levels requires further
investigation, as some studies have highlighted the direct relationship between winning
contracts at the program level and overall SME performance growth (Fadic 2020; Hebous &
Zimmermann 2020). Other research has also reported the mediation effect of other variables
such as the percentage of revenue generated from public sector contracts (Ferraz et al. 2015).
In the context of Dubai, national-level data on the effect of SME support policies and the
corresponding SME involvement in public procurement is limited. In addition, no assessment
studies on the Government Procurement Program have been conducted by Dubai SME.

3.4 Chapter Summary
In conclusion, the present study addresses the following research gaps:
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First, the lack of certainty in understanding how government support influences SME
performance as most prior research has examined the role of government in isolation, without
considering the interaction between government support and other mediating variables
(DaEun et al. 2020; Hossain et al. 2020; Idris & Saad 2019b; Ilyas et al. 2020; Kaya 2019;
Nakku et al. 2020; Nguyen et al. 2018; Yang et al. 2018).
Second, the lack of comparable evidence on the impact of government support on SME
performance due to the different approaches followed towards conceptualizing and
understanding SMEs’ performance at the government support program level and overall
SME growth performance (Ferraz et al. 2015; Hebous & Zimmermann 2020; Hoekman &
Sanfilippo 2020).
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Chapter 4: Conceptual Framework and Hypotheses Development
This chapter details the conceptual framework developed for this study on the basis of RBV.
The framework is designed to address the research questions by investigating the relationship
between government support, SMEs’ capabilities and SME performance. The second part of
this chapter formulates the research hypotheses.

4.1 Conceptual Framework
As previously discussed, RBV relates a firm’s performance to its resources and capabilities
(Barney 1991; Wernerfelt 1984). Building on that, researchers consider a firm’s capabilities
as invisible assets rooted in organisational processes (Teece et al. 1997). These capabilities
enable a firm to deploy resources in an effective and efficient manner to achieve superior
performance (Nath et al. 2010; Ren et al. 2015).
Using RBV as a theoretical basis, Flynn and Davis (2017) present a new research direction
to analyse SME performance in public procurement programs by adopting a capability-based
view. They introduce two types of SME tendering capabilities, relational capability and
procedural capability (see Section 2.2). The proposed research framework for the current
study considers the mediating effects of these capabilities (see Figure 1).
The proposed framework investigates the effect of government support and other influential
factors—mainly the mediating effects of SME tendering capabilities and activities—on SME
performance (Dimitri 2013; Flynn & Davis 2017). The key independent variable is
government support and it is conceptualised as the level of benefit gained from government
support services (Abdullah 1999; Idris & Saad 2019). The dependent variable at the first
stage is SME performance at the program level (measured as success rate in winning
government contracts), and the dependent variable at the second stage is SME growth
performance. SMEs’ tendering capabilities and activities are mediating variables for the first
stage of the model.
The model also probes the relationship between SME performance at the program level and
overall SME growth performance. The model considers EO as a moderator of the relationship
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between government support and tendering activity, and includes entrepreneurial human
capital (Felício et al. 2012; Soriano & Castrogiovanni 2012; Ucbasaran et al. 2008), SMEs’
characteristics (Hamilton 2012; Jan et al. 2012; Kaya 2019) and environment uncertainty
(Arasli et al. 2019; Gordon & Narayanan 1984) as control variables.

Figure 1: Conceptual Research Model
Note: Full blue lines indicate direct hypothesized relationships and dotted green lines indicate moderation
hypotheses. SME = small and medium enterprises, Gov = government.

First, it is proposed that the effect of government support on the SME success rate in winning
contracts is mediated through tendering capabilities and tendering activity. For instance,
benefiting from government support services, especially those related to commercial
promotion and networking with government entities, will enable SMEs to have higher levels
of relational capability, as this will open doors for the SME to meet and interact with public
buyers and build good relationships with them. In addition, such services will help SMEs
showcase their products and services through various mechanisms (World Bank Group
2017). This is expected to lead to more opportunities and higher performance levels in terms
of winning contracts (Flynn & Davis 2016a).
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Similarly, when SMEs benefit from government support services, such as guidance and
training, it is expected that this will have a positive influence on the SME’s procedural
capability. Such programs will increase the SME’s ability to comply with the technical and
administrative requirements of government buyers. This should enable them to meet the
requirements of more government tenders and increase their chances of winning contracts
(Linarelli 2000). In contrast, benefiting from government support services, especially those
related to gaining access to government tenders and having priority in government contracts,
should encourage SMEs to be more active in submitting bids to open tenders. Therefore, it is
anticipated that the tendering activity of SMEs will mediate the relationship between
benefiting from government support services and achieving higher performance levels in
terms of winning contracts. In addition, the direct impact of government support on SME
performance will be assessed and compared to the other paths mediated by tendering
capabilities and tendering activity (Cancino et al. 2015; Hye-Young & Hyunsuk 2017;
Rakićević et al. 2016).
Second, the research model explores the moderating effect of EO on tendering capabilities
and tendering activity. As SMEs are usually considered more resource-constrained than large
firms (Park et al. 2019; Yang et al. 2018), EO may serve as an essential managerial instrument
enabling SMEs to reconfigure resources at hand to utilise them more efficiently, identify
market opportunities and capitalise upon them (Lekmat et al. 2018; Nakku et al. 2020). In
other words, from an RBV perspective (Barney 1991), EO can facilitate the development of
SMEs’ capabilities to achieve superior performance (Mason et al. 2015; Pittino et al. 2017;
Reijonen et al. 2016). Therefore, it is suggested that since EO can influence the SME’s
tendency to identify and exploit contract opportunities (Baker & Sinkula 2009), it can also
affect the willingness of the SME to participate in public tendering (Lekmat et al. 2018).
Finally, the model considers the relationship between SME success rate in winning contracts
and growth performance (Ferraz et al. 2015; Hebous & Zimmermann 2020; Hoekman &
Sanfilippo 2018). The model suggests that the relationship is mediated by the percentage of
contracts won from annual sales. The argument is based on the assumption that public
contracts should exceed a certain threshold out of the total annual sales of the SME to
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influence its overall growth performance (Fadic 2020; Ferraz et al. 2015; Hebous &
Zimmermann 2020).

4.2 Hypotheses Development
As highlighted earlier, the focus of this research is to investigate the effects of benefiting
from government support on SME performance with a focus on the mediating role that
SMEs’ tendering capabilities and tendering activity play in this relationship. Therefore, the
selection of factors was based on existing literature and the relevance and practical
implications for policymaking (World Bank Group 2017).
Many previous studies have investigated the relationship between benefiting from
government support and SME performance (Cancino et al. 2015; Hye-Young & Hyunsuk
2017; Rakićević et al. 2016). However, different studies have considered different types of
government support and performance measures. For example, Wren and Storey (2002) found
that marketing assistance provided by the UK Government to SMEs had a significant positive
effect on the growth of sales and employment of the firms. Another study showed that
combining financial subsidy with technical support helped SMEs grow their sales and hire
more workers (Cancino et al. 2015). In general, external support is strongly associated with
successful business growth (Park et al. 2019; Rakićević et al. 2016). Chrisman and McMullan
(2004) have shown that small businesses that use the support services of public agencies have
a higher rate of survival and growth than the firms that do not use these types of services.
Conversely, some studies found that government support did not significantly affect SME
performance (Hye-Young & Hyunsuk 2017; Zulu-Chisanga et al. 2020).
This research considers the five types of government support services included in the
Government Procurement Program: business information and guidance, training, help in
business networking, help in promotion, and financial assistance (Rakićević et al. 2016; Wren
& Storey 2002). Many previous studies have studied these support services (Abdullah 1999;
Arrowsmith 2010; Rakićević et al. 2016) and are relevant to the context of this research.
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4.2.1 Mediating Role of SMEs’ Tendering Capabilities
The tendering capabilities of an SME are identified as relational capability and procedural
capability (see Section 2.2). This model examines the role of these two types of capabilities
as mediators between government support and SME performance in the public procurement
program.
Relational capability represents the SME’s ability to engage with and influence government
buyers (Flynn & Davis 2016a). Building a relationship with buyers is considered an
important factor since public tendering is not only an administrative exercise (McKevitt &
Davis 2015).
Earlier studies highlighted the importance of networking and connections among SMEs and
potential buyers (Ramirez et al. 2010; Smallbone et al. 2010); these connections enable
entrepreneurs to be more efficient by accessing privileged business opportunities (Batjargal
2003; Fornoni et al. 2011; Rubalcaba et al. 2010; Toivonen & Tuominen 2009).
Relational capability is considered essential for SMEs since it enables them to influence
public buyers’ selection process by promoting their services and products. It also enables
SMEs to influence demand specifications of the requested services or products, enhancing
their chances of winning the contract (Flynn & Davis 2016a; Reijonen et al. 2016).
Government entities usually provide networking and promotion services to enable and
strengthen such relationships and connections with public buyers. This allows SMEs to meet
and network with potential buyers to showcase their products and services. This is expected
to lead to increased access to more opportunities and winning more contracts (World Bank
Group 2017). Therefore, it is anticipated (Hypothesis 1) that SMEs that benefit from
government support services, especially those related to commercial promotion and
networking with government entities, will develop higher levels of relational capability. This
is expected to lead to higher performance levels in terms of winning contracts (Alinaghian &
Razmdoost 2018; Milovanović et al. 2016).
H1: SMEs’ relational capability mediates the relationship between government
support and the success rate in winning contracts.
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As highlighted earlier, the process of government procurement is usually considered
challenging to SMEs due to the complex administrative requirements, such as excessive
bureaucracy and documentation requirements, financial guarantees, lack of capability in
writing formal proposals and granting enough time to prepare quotations (World Bank Group
2017). Hence, SMEs should demonstrate their ability to satisfy the qualification requirements
that public buyers have. This can include indicating previous experience, strong financial
status, professional capability and compliance with relevant quality and excellence standards
(Withey 2011). Such technical and administrative tendering requirements usually require a
significant commitment of time and resources (Baden et al. 2011). The ability of an SME to
manage the technical and administrative requirements of government buyers was defined as
procedural capability, according to Flynn and Davis (2017).
Therefore, it is expected that when SMEs have access to government support in terms of
training and providing information and guidance related to the public procurement process
and opportunities, they will be more capable of managing such tendering requirements
(Hypothesis 2). That should enable them to meet the requirements of more government
tenders and increase their chances of winning contracts.
H2: SMEs’ procedural capability mediates the relationship between government
support and the success rate in winning contracts.
4.2.2 Mediating Role of SMEs’ Tendering Activity
Benefiting from government support services is also expected to encourage the SME to be
more active in seeking public tendering opportunities, as the Government Procurement
Program in Dubai has a centralised platform that lists all opportunities and has allocated 10%
of all government procurement budget to local SMEs. However, as the government opened
the gate and registered SMEs as government suppliers, SMEs need to be active in seeking to
exploit new opportunities (Wiklund & Shepherd 2005) and have the ability to take the
initiative to seize them (Baker & Sinkula 2009). For instance, benefiting from government
support services, especially those related to information and guidance on tenders and
potential opportunities, will enable SMEs to access more opportunities and achieve higher
performance levels in terms of winning contracts (Flynn & Davis 2016a).
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Therefore, it is anticipated (Hypothesis 3) that the tendering activity of SMEs will mediate
the relationship between benefiting from government support services and achieving higher
performance levels in terms of winning contracts.
H3: SMEs’ tendering activity in submitting bids to public tenders mediates the
relationship between the government support and the success rate in winning
contracts.
4.2.3 Tendering Capabilities and Tendering Activity
Reijonen, Tammi and Saastamoinen (2016) reported that higher rates of SME tendering
activity are associated with proactive engagement with current and potential buyers. They
also confirmed that searching and bidding for government contracts is associated with
acquiring and sharing information on customers and competitors (OECD 2018). Based on
that, relational capability is expected to affect SMEs’ tendering activity in submitting bids to
public tenders. Interacting with procurement decision-makers is expected to lead to receiving
more tendering invitations and even possible consultations from buyers about specifications
and requirement before publishing the official request for proposals (Batjargal 2003; Fornoni
et al. 2011; Rubalcaba et al. 2010; Toivonen & Tuominen 2009).
Thus, it is anticipated (Hypothesis 4a) that higher levels of SME relational capability will
lead to SMEs submitting more bids to public tenders, that is, higher tendering activity.
H4a: SMEs’ relational capability positively influences SMEs’ tendering activity.
The same influence is also expected from having higher levels of procedural capability since
SMEs that are capable of demonstrating their previous experiences, strong financial status,
professional competence and compliance with relevant standards and evaluation criteria are
expected to handle tendering process more effectively and efficiently (Baden et al. 2011;
Flynn et al. 2015; Karjalainen & Kemppainen 2008). Therefore, procedural capability is
expected to lead the SME to tender more frequently since the ability to understand public
buyers’ requirements and preparing the bid accordingly makes the tendering process less
troublesome (Flynn & Davis 2016a). In addition, as noted above, procedural capability makes
the tendering process more efficient, which encourages the SME to direct more operational
focus and revenue-seeking activity towards public sector tenders. Thus, it is anticipated
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(Hypothesis 4b) that higher levels of SME procedural capability will lead to SMEs submitting
more bids to public tenders, that is, higher tendering activity.
H4b: SMEs’ procedural capability positively influences SMEs’ tendering activity.
4.2.4 Moderating Effect of EO
As mentioned earlier, SMEs are usually considered more resource-constrained than large
firms (Park et al. 2019; Yang et al. 2018). Therefore, EO can play an important role in
enabling SMEs to reconfigure resources and exploit them more efficiently to identify market
opportunities and capitalise upon them (Lekmat et al. 2018; Nakku et al. 2020). This means
that EO can facilitate the development of an SME’s capabilities to sustain its competitive
advantage (Mason et al. 2015; Pittino et al. 2017; Reijonen et al. 2016).
As EO can indicate the SME’s tendency to identify and exploit contract opportunities (Baker
& Sinkula 2009), it can also affect the willingness of the SME to participate in public
tendering (Lekmat et al. 2018). Therefore, the research model investigates the moderating
effect that EO has on the relationship between the level of SME participation in government
support services and its tendering capabilities and tendering activity.
First, it is argued that EO will moderate the relationship between the level of benefiting from
government support services and tendering activity. This means that the relationship between
government support and tendering activity will be stronger at higher levels of EO. Stronger
EO should help SMEs better leverage existing government services to achieve better levels
of tendering activity (Reijonen et al. 2016). Thus, given the same level of benefiting from
government services, SMEs with higher EO should achieve higher levels of tendering activity
relative to SMEs with lower EO (Hypotheses 5a).
H5a: EO moderates the relationship between government support and SMEs’
tendering activity.
Higher levels of EO are manifest in sustainable active behaviour that infuses the whole firm,
which can be demonstrated in general activeness in everyday operations in finding new
customers, building new capabilities and new ways of doing business (Reijonen et al. 2016).
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In addition, many empirical studies have also addressed the relationship between EO and
building firm capabilities (Kajalo & Lindblom 2015; Lekmat et al. 2018).
EO can influence the SME’s willingness and ability to participate in public tendering and
building the required capabilities (Lekmat et al. 2018). Therefore, the research model
investigates the moderating effect of EO on the relationship between the level of SME
participation in government support services and SME’s tendering capabilities (Hypotheses
5b and 5c). EO could help SMEs better leverage existing government services to achieve
higher levels of tendering capabilities and tendering activity. Thus, given the same level of
participation in government services, SMEs with higher EO can achieve higher tendering
capabilities.
H5b: EO moderates the relationship between government support and SMEs’
relational capability.
H5c: EO moderates the relationship between government support and SMEs’
procedural capability.
4.2.5 Mediating Effect of the Percentage of the Value of Public Contracts of Total
Annual Sales
As previous research has highlighted the relationship between success rates in winning public
contracts with the overall growth performance of the SME, this study argues that the
relationship between success rates in winning contracts and SME growth rate is mediated by
the percentage of the value of public contracts out of total annual sales (Hypotheses 5a, 5b,
5c). The argument assumes that the SME should achieve a particular value of public contracts
to influence its overall growth rate. Some existing studies highlighted the relationship
between the value of public contracts won and SME growth performance (Ferraz et al. 2015;
Hoekman & Sanfilippo 2018). In addition, other studies found that SMEs that win
government contracts report higher revenues and assets and spend more on wages in the short
term (Fadic 2020; Ferraz et al. 2015; Hebous & Zimmermann 2020). Based on this, it is
anticipated that the relationship between the SME success rate in winning contracts and its
growth performance is mediated by the percentage of the value of public contracts out of
total annual sales.
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H6a: The percentage of public contracts value out of total annual sales mediates the
relationship between the success rate in winning contracts and SMEs’ sales growth.
H6b: The percentage of public contracts value out of total annual sales mediates the
relationship between the success rate in winning contracts and SMEs’ profitability
growth.
H6c: The percentage of public contracts value out of total annual sales mediates the
relationship between the success rate in winning contracts and SMEs’ employment
growth.
4.2.6 Control Variables
As discussed earlier in Chapter 2, SME performance is also influenced by other aspects that
have been grouped in three categories: entrepreneurial human capital, SME characteristics
and environmental uncertainty.
4.2.6.1 Entrepreneurial Human Capital
The entrepreneurial human capital of the SME owner, which includes his or her education,
background and experience, represents a significant part of the SME’s scarce, inimitable and
non-substitutable resources (Athanassiou & Nigh 2000; Castanias & Helfat 2001; Delmar &
Wiklund 2008). Such knowledge and skills are critical to the SME because the management
decisions impact resource allocation and deployment and influence the SME’s strategic
choices (Jansen et al. 2013; Lau et al. 2012). Such characteristics can influence how
entrepreneurs manage their resources and utilise them to build required capabilities to support
their business performance and growth. Hence, the human capital characteristics of the
entrepreneur will strongly influence the way the SME will benefit from government support
programs and its performance (Colombo & Grilli 2005; Cooper et al. 1994; Davidsson &
Honig 2003; Felício et al. 2012; Hatch & Dyer 2004).
4.2.6.2 SME Characteristics
SMEs’ characteristics, which includes size, age and line of business, are considered key
dimensions that may influence an SME’s approach towards benefiting from government
support and its performance (Demidova & Yakovlev 2012; Murphy et al. 1996; Soriano &
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Castrogiovanni 2012). SME size has been highlighted as a predictor of involvement and
performance in public sector programs and tendering activity (Flynn et al. 2015; Kaya 2019;
Pickernell et al. 2011). Size reflects the available human resources of the SME that can
support the tendering process (Flynn et al. 2015; Karjalainen & Kemppainen 2008).
Similarly, SME age has also been addressed as a significant predictor of involvement in
public procurement. Findings presented by Pickernell et al. (2013) and Reijonen et al. (2016)
show that an SME’s age is associated with higher levels of tendering activity. Finally, the
type of business activity and sectoral effects have also been associated to SME performance
in public procurement as different industries might involve different technical and
administrative requirements (Flynn et al. 2015; Kaya 2019; Pickernell et al. 2011).
4.2.6.3 Environmental Uncertainty
Finally, environmental uncertainty is expected to influence the SME’s approach towards
benefiting from government support and its performance (Badri et al. 2000). This is relevant
to the research context since the business environment in Dubai is perceived to be
competitive and complex (Ali & Bushra 2019; Poulis & Wisker 2016). The perceptions of
SME owners towards uncertainties such as, intensity of competition, introduction of new
technologies and changes in government policies and regulations increase unpredictability in
the environment, which cause difficulties in decision-making and affect SMEs’ performance
(Arasli et al. 2019).

4.3 Chapter Summary
This chapter described the conceptual framework developed for this study on the basis of
RBV in order to address the research questions. It also detailed the rationale of the developed
hypotheses to investigate the effects of benefiting from government support on SME
performance with a focus on the mediating role that SMEs’ tendering capabilities and
tendering activity play in this relationship. The development of hypotheses and selection of
factors was based on existing literature and the relevance and practical implications for
policymaking.
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Chapter 5: Methodology
This research followed the research onion framework proposed by Saunders et al. (2019).
The framework is divided into three primary decision levels: research philosophy and
approach, research design (which constitutes methodological choices, research strategy and
time horizon) and research tactics (which includes data collection and analysis aspects)
(Saunders et al. 2019). The framework assumes that all the layers of the research onion are
interrelated and interdependent. Hence, it guides researchers to follow a systematic process,
as the choice of a research philosophy influences the approach, which influences the selection
of methodological choice, strategy, time horizon, data collection and analysis (Saunders et
al. 2019).
This chapter describes the adopted research methodology starting with the research
philosophy and approach, then research design which constitutes methodological choices,
research strategy and time horizon. This is followed by a section on research tactics which
includes data collection and analysis aspects. After that, this chapter presents details on
measurement development, the questionnaire, and finally ethical considerations.

5.1 Research Philosophy and Approach
The first layer of the research onion framework is related to research philosophy. According
to Saunders et al. (2019), the term ‘research philosophy’ refers to ‘a system of beliefs and
assumptions about the development of knowledge’. These beliefs and assumptions are related
to the nature of the reality being investigated. Research philosophy is often studied in the
context of ontology and epistemology. Ontology is concerned with the study of things that
exhibit reality (Neuman 2013). The philosophical stances that are related to ontology are
objectivism, constructivism and pragmatism. Epistemology is concerned with the question
of what should be regarded as acceptable knowledge in a discipline and how it can be
obtained (Bryman 1984). The philosophical stances that are related to epistemology are
positivism, critical realism and interpretivism (Saunders et al. 2019).
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As highlighted earlier, the objective of this research is to assess the impact of government
support services on SMEs’ performance. Understanding the research objective and related
assumptions are key foundations that guide the researcher to design the research questions
and choose appropriate methods (Crotty 1998).
Following the guidelines provided by Saunders et al. (2019), the answers to the suggested
ontological and epistemological assumptions show that this research studies observable and
measurable facts. It also investigates associations by studying factors influencing a particular
dependent variable. In addition, this research strictly follows objectivity with no scope for
researcher values to influence the findings. Hence, this research adopts a positivist
philosophy. Positivism is an approach that defines and describes features of reality by
gathering numerical data on visible behaviours of the sample and using data analysis (Gall et
al. 1996). Positivists focus on rigour, replicability of their studies, reliability of observation
and generalisability of results (Sekaran & Bougie 2016).
As mentioned earlier, the selection of a particular philosophy influences the selected research
approach. Thus, this research follows a deductive approach since the focus will be on
developing research hypotheses based on existing theories (Silverman 2013). In addition, the
research demands a structured approach to formulate hypotheses and test them statistically
to facilitate replication of the study for further validation by other researchers (Snieder &
Larner 2009).

5.2 Research Design
As mentioned above, research design is the second fundamental level of the onion
framework. It constitutes methodological choices, research strategy and time horizon. The
selected research approach will influence the choice of research design and methods (Babbie
2016). In terms of research methods, a positivist philosophy frequently leads to quantitative
research (Bryman 1984). Hence, this research adopts a quantitative research approach.
5.2.1 Research Method
Many existing studies on government impact on SMEs’ performance have adopted a
qualitative method to provide an in-depth understanding of the phenomena (Arrowsmith
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2010; Fee et al. 2002; Kidalov & Snider 2011). Overall, using qualitative research approaches
and methods have benefits, such as producing a detailed description of participants’ feelings,
opinions, and experiences and interpreting the meanings of their actions (Denzin 2003).
However, qualitative research methods have some limitations. Silverman (2011) argues that
qualitative research approaches sometimes leave out contextual sensitivities and focus more
on meanings and experiences. Policymakers may also give low credibility to results from
qualitative approach. In many social sciences, quantitative orientations are frequently given
more consideration (Berg & Lune 2012). In addition, purely qualitative research may neglect
the social and cultural constructions of the variables studied (Rahman 2017). Finally, in terms
of qualitative research method, smaller sample size raises the issue of generalisability to the
whole population of the research (Myers 2009; Neuman 2013).
This study investigates the impact of benefiting from government support services on SMEs’
growth and aims to develop and test a framework that bears policy implications. Hence,
statistical generalisation is a primary demand; therefore, adopting a quantitative method will
best apply to this research objective. It will allow us to examine the relationship between the
identified independent variable, mediating variables and SME performance (the dependent
variable). The results of the data analysis can then be used to look for cause and effect
relationships and, therefore, can be used for generalisability and making predictions
(Neuman 2013).
5.2.2 Research Strategy and Time Horizon
In terms of the selected research strategy, this research adopts a quantitative survey study
with a cross-sectional time horizon. As one of the objectives of this research is to assess
SMEs; growth performance for more than a year, one of the potential research strategies to
follow was collecting data over multiple periods (i.e., longitudinal survey) (Aric et al. 2008;
Delmar & Wiklund 2008; Lindenmayer et al. 2011). However, since there are no obligatory
reporting requirements in Dubai, most SME members do not report their financials regularly.
In addition, longitudinal surveys are more expensive since they require more time and money
to launch and sustain (Lindenmayer et al. 2011). These higher expenditures are usually
unaffordable for researchers who are often challenged with limited budgets and time, such
as in this current study. Further, longitudinal studies are susceptible to potential challenges,
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such as a reduction in sample size due to possible respondent attrition and misperceptions
due to intervening events. Accordingly, while longitudinal surveys are desirable, they have
clear limitations (Rindfleisch et al. 2008).
The other potential research strategy is conducting a cross-sectional survey. It is usually
carried out at one point in time or over a short period and can often be established relatively
inexpensively and completed rapidly (Margules & Austin 1991). It is also usually conducted
to estimate the prevalence of the outcome of interest for a given population (Rindfleisch et
al. 2008). As with any other research method, there are some limitations that should be
addressed. For example, existing literature highlighted some concerns that might affect the
validity of cross-sectional survey research; the main one is common method variance (CMV),
which is a systematic method error that occurs due to the use of a single respondent or a
single source (Fuller et al. 2016). Although this subject concerns survey research in general,
it is particularly critical for cross-sectional research, as such studies are generally regarded
as susceptible to CMV bias. Fortunately, existing research has also highlighted many
strategies that can be followed to reduce the threat of CMV bias (Podsakoff et al. 2012;
Rodríguez-Ardura & Meseguer-Artola 2020).
Rindfleisch et al. (2008) recommended specific remedies that researchers can adopt to
minimise CMV bias, such as obtaining multiple sources of data; for example, researchers can
conduct a cross-sectional survey to collect data for a set of independent variables and then
use secondary data sources for dependent variables. Podsakoff et al. (2003) recommended
that cross-sectional studies could reduce CMV bias by employing appropriate survey design
techniques. Such techniques include focusing on adopting relatively concrete and externally
verifiable constructs and using a measurement format to assess outcomes different from the
format used for the key predictors.
This research adopts a cross-sectional survey study to test the hypotheses. Recommended
remedies were followed to reduce the threat of CMV. Obtaining multiple data sources was
not feasible since SME performance variables are not captured systematically. Therefore,
other remedies were followed in the survey design. For example, the survey adopted different
scales for measuring the independent and dependent variables (Chang et al. 2010; Lindell &
Whitney 2001). In addition, the sequence of the questions was designed in a way that
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separates between the independent and dependent variables since psychological separation
is considered one of the survey design techniques that can be used to reduce the CMV bias
(Podsakoff et al. 2003). Researchers also ensured that the questions are clear and grouped
them under headings for the context to enable respondents to provide consistent answers
(Podsakoff et al. 2012; Rodríguez-Ardura & Meseguer-Artola 2020). Finally, anonymity was
guaranteed for the survey respondents to help reduce the likelihood of them providing
socially desirable answers. It was also confirmed that data gathered will be securely
protected, aggregated and only used for research purposes (Podsakoff et al. 2003; Podsakoff
et al. 2012).

5.3 Research Tactics
According to the Saunders et al (2019), the third level is research tactics, which includes data
collection and analysis aspects.
5.3.1 Data Collection and Sampling
To conduct the study, the researcher needs to survey a sample of SMEs in Dubai. However,
given the fact that benefiting from the selected government support services is restricted to
Dubai SME members, the sampling frame used for this study was the Dubai SME members’
database, as it includes businesses that qualified to benefit from government support services
(Jain & Jessen 1979). In addition, filters were applied to the Dubai SME’s database to identify
SMEs that have been in operation for more than two years since growth performance is
measured by asking SME respondents to provide answers on their performance during the
last three years.
The resulted database included 551 SMEs that span all industry sectors and have sufficient
range in age, size, participation in government supporting programs and performance. Given
that the unit of analysis for this study was at the SME level, key informants, including SME
owners and CEOs, were selected based on the notion that their values and characteristics will
strongly influence the way the SME is managed and its overall performance (Almus 2002;
Colombo & Grilli 2005; Cooper et al. 1994; Davidsson & Honig 2003; Felício et al. 2012;
Hatch & Dyer 2004; McPherson 1996; Roper 1999; Wasilczuk 2000). This has often been
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the case with SME research as, in SMEs, there is a stronger connection between the owner
and the firm, when compared with large companies, which qualifies them as key informants
(Kumar et al. 1993; Pasanen 2007).
To ensure that the survey was completed by the owners or CEOs of the SMEs, the
questionnaire was sent to their direct email addresses. Data collection continued for four
weeks from 28 September until 25 October 2020.
5.3.2 Data Analysis
For data analysis, the Statistical Package for the Social Sciences (SPSS) version 27.0 was
used for data coding and preparation. It was also used to perform the required preliminary
analysis of missing data and outliers. In addition, SPSS was used to conduct descriptive
analysis, factor analysis with principal component analysis as an extraction method and the
Kaiser–Meyer–Olkin (KMO) test to measure sampling adequacy (Hair et al. 2017; Kaiser &
Rice 1974).
Measurement model validation and structural model evaluation were undertaken using the
Partial Least Squares Structural Equation Modelling (PLS-SEM) with SmartPLS3 software
3.3.2 (Hair et al. 2017). As a multivariate analysis tool, PLS-SEM allows evaluating path
models with latent constructs (Hair et al. 2019). Hence, it fits the analysis requirements to
examine the relationships between the identified independent variables and SME
performance (the dependent variable) in addition to the other mediating and moderating
effects and relationships (Hair et al. 2017; Sarstedt et al. 2019). In addition, PLS-SEM
enables the estimation of complex models including all constructs, indicator variables and
structural paths without imposing distributional assumptions on the data, it also works well
with small sample sizes (Hair et al. 2019). The advantages of using PLS-SEM when dealing
with small sample sizes were confirmed by many researchers (Falk & Miller 1992; Hair et
al. 2017; Sarstedt et al. 2014).
To test the path significance, this research used the bootstrapping procedure with 5,000
resamples (Hair et al. 2013; Streukens & Leroi-Werelds 2016). This was followed by the
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standard approach to validate the measurement model and evaluate the structural model (Hair
et al. 2017).
The following sections of this chapter provide a description of the measurement development
and operationalisation of the selected variables in addition to explaining how the study was
conducted and what procedures were taken to comply with ethics’ requirements.

5.4 Measurement Development
Measurement involves procedures for recording and handling evidence. It answers the
question: how shall we sort, count and assign numbers to variables (Vogt 2007). One of the
key issues to consider in measurement development is the credibility of the results. Therefore,
the issues of reliability and validity cannot be ignored (Hair et al. 2010). To ensure the
measurement validity, measurement scales for the identified variables were mostly adopted
from prior literature. This will be further elaborated in the below sections. In addition, the
complete questionnaire used in the survey study is provided in the Appendix B of the thesis
to show the selected questions and scales.
5.4.1 Dependent Variables
In prior research, SME performance has been measured by many different measures
including sales, profitability, number of employees, market share and physical output
(Delmar et al. 2003; Murphy et al. 1996; Weinzimmer et al. 1998). To gain a more
comprehensive view of SME growth, this research adopts measures that captures growth in
sales, profitability and employment.
5.4.1.1 Overall SME Performance
As mentioned earlier, growth in sales has been widely acknowledged as providing clear
evidence of the SME’s growth over time (Davidsson et al. 2009; Delmar et al. 2003; Pasanen
2007; Venkatraman & Ramanujam 1986; Weinzimmer et al. 1998). The main rationales for
using growth in sales as a measure for SME performance were mentioned earlier. A primary
justification is that it indicates the extent to which customers are increasingly accepting the
products or services offered by the SME (Robinson 1999). In addition, sales growth has been
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widely used in prior research and empirical growth studies, particularly for small and young
firms (Delmar et al. 2003; Idris & Saad 2019; Weinzimmer et al. 1998). Using the same
approach in this research enabled comparison of the results with prior research. Second, given
the variety among SMEs in Dubai, which fall under different industries (employee intensive
such as manufacturing or less employee intensive like trading) sales growth is considered a
more neutral measure of performance than employment growth, and therefore, more
appropriate (Delmar & Wiklund 2008; Pasanen 2007). Further, it has been argued that annual
sales are highly suitable for comparing firms across varying industry contexts, such as the
firms in the sample of this research (Delmar et al. 2003).
While growth in sales is important, it could be a misleading indication of business success if
used without considering the firm’s profitability because a firm can still realise high sales
growth without being profitable (Davidsson et al. 2009). Profitability has been often covered
in existing research as a measure of firm’s financial performance (Crick et al. 2011). Further,
growth in profits has been highlighted as a measure of a firm’s growth along with other
dimensions (Birley & Westhead 1990; Lee & Tsang 2001). Therefore, measuring
performance in terms of change in sales and profitability should provide us with a better
picture of the firm’s growth performance.
In addition, given the variety among SMEs in Dubai, which fall under different industries,
employment growth cannot be used alone to indicate performance (Pasanen 2007;
Weinzimmer et al. 1998). Therefore, this research considered a more comprehensive view of
SME growth by adopting three measures that capture growth in sales, profitability and
employment.
The study considered asking SME owners on growth rates of sales, profitability and
employment in the last three years (Bratkovic et al. 2009; Idris & Saad 2019) to look at
growth as a process rather than as a snapshot of a certain point in time (Delmar et al. 2003).
Relative growth measures tend to credit impressive growth rates in relative terms to young
and small firms because of their initial size (Delmar et al. 2003; Hamilton 2012). To avoid
such a magnifying effect, this study follows previous research recommendations to use firm
age and size as controls (Murphy et al. 1996; Soriano & Castrogiovanni 2012).
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5.4.1.2 SME Performance (Program Level)
In addition to the above-mentioned growth performance variables, two more performance
variables were considered at the program level: success rate in winning contracts and the
percentage of contracts out of total annual sales. These measures are critical for the context
of this research, which focuses on government procurement programs. In these programs, it
is important to understand the mechanisms that will lead to achieving high performance at
the program level (Fadic 2020; Flynn & Davis 2016a; Reijonen et al. 2016). In addition, the
second stage of the proposed research model investigates the relationship between SME
success rate in winning contracts and growth performance (Ferraz et al. 2015; Hebous &
Zimmermann 2020; Hoekman & Sanfilippo 2018). It is suggested that the relationship is
mediated by the percentage of contracts won from annual sales. This assumption was
highlighted in some existing studies, as mentioned earlier (Fadic 2020; Ferraz et al. 2015;
Hebous & Zimmermann 2020).
The success rate in winning contracts is operationalised as the percentage of the value of
public contracts out of total annual sales during the last three years (Flynn & Davis 2017).
The other performance variable is the percentage of annual revenue that is attributable to
public contracting. Similarly, the respondent is requested to identify the percentage that
government contracts represent from your annual sales in the last three years on average
(Flynn & Davis 2017).
5.4.2 Independent Variable
In this research, government support is operationalised in terms of the impact of benefiting
from government support services on business growth. The reflective measure was adopted
from previous research (Abdullah 1999; Rakićević et al. 2016) and included five types of
government support services to be assessed: business information and guidance, training,
help in business networking, help in promotion and financial assistance. The question
requested the respondent to rate the impact of benefiting from the aforementioned
government services on business growth. A five-point Likert scale was used to measure each
item, where 1 = low, and 5 = high (Idris & Saad 2019).
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5.4.3 Moderating Variable
The dimensions of EO and hypothesized relationships with the independent variables have
been described in Chapter 2 and Chapter 4 respectively. EO was measured by adopting the
nine-item scale by Reijonen et al. (2016). The reflective measure captures the SME levels of
innovativeness (e.g., introduction of new services or products), risk-taking (e.g., tolerance to
taking substantial risks in uncertain situations), and proactiveness (e.g., being at the forefront
of development in business). Each dimension was measured with three indicators. The
question requested the respondent to indicate the extent to which he or she agrees or disagree
with the statements. A five-point Likert scale is used to measure each item, where
1 = strongly disagree, and 5 = strongly agree.
5.4.4 Mediating Variables
5.4.4.1 Relational Capability
Relational capability represents SMEs’ ability to engage with and influence potential
government buyers. It is mainly about establishing connections and fostering trust and loyalty
with current and prospective clients (Woldesenbet et al. 2012). This is considered quite
important for SMEs since it means they have the ability to showcase their products and
services and emphasise their strengths and competencies.
The reflective measure of relational capability was adopted from Flynn and Davis (2016a).
Relational capability comprises three items: 1) ability to influence buyer needs prior to
tender, 2) ability to communicate a value proposition to inform tender specification and 3)
ability to promote goods and services to public buyers prior to tender. A five-point Likert
scale is used to measure each item, where 1 = very poor, and 5 = excellent (Flynn & Davis
2016a).
5.4.4.2 Procedural Capability
As mentioned earlier, policymakers have identified some key challenges that SMEs face in
managing the public procurement process; many of these challenges are related to the
extreme bureaucracy and documentation requirements, financial guarantees, lack of
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capability in writing formal proposals and preparing quotations (Baden et al. 2011; World
Bank Group 2017). These challenges are related to the SME’s procedural capability as
defined by Flynn and Davis (2017). For a SME, procedural capability represents the ability
to manage the technical and formal requirements of tendering and contract administration
(Flynn & Davis 2017). Similarly, the reflective measure of relational capability was adopted
from Flynn and Davis (2017). Procedural capability comprises five items: 1) ability to
understand contract qualification criteria, 2) ability to satisfy contract qualification criteria,
3) ability to effectively respond to contract qualification criteria, 4) ability to receive
feedback and search contract award notices and 5) ability to successfully manage contracts.
A five-point Likert scale is also used to measure each of the five items, where 1 = very poor,
and 5 = excellent.
5.4.4.3 Tendering Activity
To measure SMEs’ tendering activity in submitting bids to public bids, the measurement was
adopted from previous research (Reijonen et al. 2016). The following question was used to
measure tendering activity in submitting bids: ‘How many times have you submitted a bid to
public sector tender requests during the last three years?’ The respondent was asked to choose
from the following categories: ‘Not at all’, ‘From 1 to 20 times’, ‘From 21 to 100 times’,
‘From 101 to 200 times’ and ‘More than 200 times’.
5.4.5 Control Variables
5.4.5.1 Entrepreneurial Human Capital
As highlighted earlier, the characteristics of the entrepreneur represent a significant part of
the SME’s resources inimitable and non-substitutable resources (Athanassiou & Nigh 2000;
Castanias & Helfat 2001; Delmar & Wiklund 2008). To measure the characteristics of the
entrepreneur, this research captured education level, industry experience and prior
entrepreneurial experience since they were proven to enable entrepreneurs to know where to
obtain relevant information or resources and how to deploy the resources they obtain and,
hence, recognise business opportunities (Shane 2000; Ucbasaran et al. 2008).
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Following prior literature, educational level was operationalised as the highest degree of
formal education attained (Colombo & Grilli 2005; Davidsson & Honig 2003; Gerrard &
Lockett 2018). Industry experience was indicated through the number of years the
entrepreneur had in the same industry in which the current business is located (Semrau et al.
2016). Entrepreneurial experience was measured with the number of ventures the
entrepreneur had previously founded (Semrau et al. 2016).
5.4.5.2 SME Characteristics
At the SME level, size, age and sector are the three variables selected to be controlled for in
this study. SME size has been highlighted as a predictor of involvement and performance in
public sector programs and tendering activity across different studies (Flynn et al. 2015; Kaya
2019; Pickernell et al. 2011). Size can also reflect the human resources of the SME that can
support the tendering process (Flynn et al. 2015; Karjalainen & Kemppainen 2008). SME
size is usually approximated by the number of employees. In line with the Dubai SME
definition, five size ranges are used for measurement purposes: 1–9 employees, 10–49
employees, 50–99 employees, 100–149 employees and 150–250 employees. SME age has
also been addressed as a significant predictor of involvement in public procurement. Findings
presented by Pickernell et al. (2013) and Reijonen et al. (2016) show that an SME’s age is
associated with higher levels of tendering activity. Age is measured as the number of years a
firm has been trading. Finally, the type of business activity and sectoral effects have also
been associated to SME performance in public procurement. Business sector is captured by
reference to the three categories of trading, manufacturing and services (Flynn et al. 2015;
Kaya 2019; Pickernell et al. 2011).
5.4.5.3 Environmental Uncertainty
To measure the external environmental factors that might affect SMEs’ performance, this
research adopted the perceived environmental uncertainty measurement that was used in
previous studies (Gordon & Narayanan 1984). The construct is more related to the
perceptions of SME owners towards uncertainty, rather than the actual uncertainty in the
environment, for example, intensity of competition, introduction of new technologies and
changes in government policies and regulations increase unpredictability in the environment,
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which cause difficulties in decision-making of managers and affect SMEs’ performance
(Arasli et al. 2019).
The selected measurement for perceived environmental uncertainty adopted the seven items
measurement developed by Gordon and Narayanan (1984), which includes technological,
industrial, economic and competitive aspects, as well as the preferences of clients. A fivepoint Likert scale was also used to measure each of the seven items. The measurement was
subsequently used in other studies (Arasli et al. 2019; Tapinos 2012).
A summary of the selected variables and measurement references is shown in Table 5.
Table 5: Selected Variables and References
Variable

Reference

Government support

Idris and Saad (2019); Rakićević et al. (2016); Abdullah
(1999)

Entrepreneurial orientation

Soininen et al. (2012); Covin and Slevin (1990)

Relational capability

Flynn and Davis (2016a)

Procedural capability

Flynn and Davis (2016a)

Activity in public
procurement

Reijonen et al. (2016); Flynn and Davis (2016a)

Success rate in winning
contracts

Flynn and Davis 2017

% of sales from government
contracts

Flynn and Davis 2017

Sales growth

Idris and Saad (2019); Soininen et al. (2012); Ruzzier et
al. (2006); Delmar and Wiklund (2008)

Profitability growth

Idris and Saad (2019); Soininen et al. (2012); Ruzzier et
al. (2006)

Employment growth

Ferraz et al. (2015); Dachs and Peters (2014); Delmar
and Wiklund (2008)
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5.5 Questionnaire
As the study adopted a survey-based quantitative approach, data were collected through an
online survey questionnaire. Online questionnaires are considered less expensive and allow
researchers to save the time required for data collection and processing (Kumar 2018; Vogt
2007).
As highlighted earlier, the design of the survey implemented specific remedies to reduce the
risk of CMV. These remedies included adopting different scales for measuring the
independent and dependent variables (Chang et al. 2010; Lindell & Whitney 2001), using
psychological separation to separate between the independent and dependent variable
(Podsakoff et al. 2003), and grouping questions under headers for the context to enable
respondents to provide consistent answers (Podsakoff et al. 2012; Rodríguez-Ardura &
Meseguer-Artola 2020).
The questionnaire was divided into eight sections. Section 1 consisted of 10 questions to
capture the respondent’s profile and measure the demographic characteristics, including
position, age, gender, level of education, total years of experience and the number of
businesses founded. Section 2 encompassed five questions to capture the characteristics of
the SME, including number of employees, years in operation, industry sector, business
activity and total annual sales. The other sections were designed to measure the variables
highlighted earlier. Section 3 included government support questions. Section 4 included the
nine-item measure of EO. Section 5 included the seven-item measure of environmental
uncertainty. Section 6 included two questions to measure tendering activity. Section 7
included two questions to measure tendering relational capability and procedural capability.
Finally, Section 8 included six questions to measure SME performance. As mentioned earlier,
the complete questionnaire used in the survey study is provided in Appendix B of the thesis
to show the selected questions and scales.

5.6 Ethical Considerations
It is the responsibility of any researcher to ensure that no one individual or institution has
been harmed directly or indirectly during their participation in the research process or by the
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subsequent dissemination of the research findings (Remenyi 1998; Sekaran & Bougie 2016).
Therefore, this research considered all ethical aspects to ensure that research participants are
not subjected to any harm due to their interaction to participate in the research.
Following the requirements of the Human Research Ethics Committee of the University of
Wollongong in Dubai (UOWD), the researcher ensured that the rights of the respondents
were protected. An online questionnaire was conducted; therefore, participants had the
choice to read the participant information sheet (see Appendix A) and complete the survey
at a time and place convenient to them as long as they have internet access.
The consent form clearly highlighted the confidentiality of all information and ensured that
potential participants understood that they were free to participate or refuse to participate in
the research. Participants had the choice to complete the questionnaire or withdraw by simply
closing the browser’s window without any consequences for them.
The researcher assured the participants that all collected data would be kept confidential and
would be only used for the purpose of the research. Hence, their participation would not
affect any current or future relationship with any government agency or government support
program. All data will be kept on a password-protected computer; this will be backed up to
the UOWD password-protected servers.
Although the researcher is not involved in any decision-making of obtaining government
support for SMEs, his employment with Dubai SME may give rise to a perceived conflict of
interest. This was carefully addressed by reassuring the potential participants that their
involvement in the study was voluntary and that they could withdraw their participation at
any time. It was also confirmed that a decision not to participate or to withdraw from the
study would not affect any current or future relationship with Dubai SME.
The ethical approval for this research was granted by the Human Research Ethics Committee
of the University of Wollongong under the number 2013/509.
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5.7 Chapter Summary
Following the research onion framework proposed by Saunders et al. (2019), this chapter
described the adopted research methodology starting with the research philosophy and
approach. As discussed, this research adopts a positivist philosophy as it focuses on rigour,
replicability of the study, reliability of observation and generalisability of results. Hence, this
research also follows a deductive approach since the focus will be on developing research
hypotheses based on existing theories. In terms of research methods, a positivist philosophy
frequently leads to quantitative research. Therefore, this research adopts a quantitative survey
study with a cross-sectional time horizon.
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Chapter 6: Results
This chapter includes the presentation of the statistical techniques used to analyse the
gathered data and key results. Numerous statistical techniques were employed for data
analysis. SPSS was used for data coding, preparation and to perform the required preliminary
analysis of missing data and outliers. In addition, SPSS was used to conduct descriptive
analysis, factor analysis with principal component analysis as an extraction method and the
KMO test to measure sampling adequacy (Hair et al. 2017; Kaiser & Rice 1974). Statistical
techniques for measurement model validation and structural model evaluation were
undertaken using the PLS-SEM with SmartPLS3 software 3.3.2 (Hair et al. 2017).
This chapter begins by providing a descriptive analysis of the results. This is followed by
sections highlighting the various statistical tests conducted to validate the measurement
model and evaluate the structural model.

6.1 Descriptive Results
As mentioned earlier, the targeted sample included 551 SMEs across all industry sectors,
where 28.5% are in services, 67.9% in trading, and 3.6% in manufacturing, as shown in Table
6. These SMEs are registered in the Dubai Government support program and have access to
the centralised government procurement online platform.
Table 6: Sample Details
Sector

Count

%

Trading

374

67.9

Manufacturing

20

3.6

Services

157

28.5

Total

551

100

64

The survey was distributed via email to all SMEs in the sample, and 167 complete responses
were received, which represent a 30% response rate. Nineteen of these responses were
disqualified because they were completed by employees rather than CEOs or owners.
Therefore, the remaining 148 valid responses were considered for the analysis. To ensure
that the sample size is adequate for analysis, the study followed the recommended minimum
sample condition from Chin (1998), which states that the sample size should be 10 times
bigger than the construct with the largest number of indicators. This rule of thumb for
minimum sample size estimation is widely used in PLS-SEM. It builds on the assumption
that the sample size should be greater than 10 times the maximum number of inner or outer
links pointing at any latent variable in the model (Hair et al. 2017).
In this research, EO is the construct with the largest number of indicators (nine), which means
that the sample should include more than 90 valid responses. Therefore, it can be confirmed
that a sample size of 148 is adequate for the analysis.
The demographics of the responding SMEs are shown in Table 7. In terms of SMEs’ years
in operation, 50.7% of responding SMEs have been in operation for five or fewer years,
around 29% have been in operation for six to 15 years, and 20.3% have been in operation for
16 years or more. In terms of business sectors, the responding SMEs were aligned with how
business sectors are represented in Dubai, so there were 50.7% in services, 40.5% in trading
and 8.8% in manufacturing.
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Table 7: Demographics of Responding SMEs
Demographics

Frequency
(n=148)

Industry
1. Trading
2. Services
3. Manufacturing
Number of full-time employees
1. 1–9
2. 10–49
3. 50–99
4. 100–149
5. 150–250
Years in Operation
1. 1–5
2. 6–10
3. 11–15
4. 16–20
5. Above 20
Total Annual Sales for Previous Year
1. Less than 3 million AED
2. >3–20 million AED
3. >20–<50 million AED
4. 50–<250 million AED

%

60
75
13

40.5
50.7
8.8

90
44
10
1
3

60.8
29.7
6.8
0.7
2.0

75
27
16
12
18

50.7
18.2
10.8
8.1
12.2

110
28
5
5

74.3
18.9
3.4
3.4

The dataset was screened by examining basic descriptive statistics and frequency
distributions. This was conducted by running a frequency test for every variable to detect
these values. Data were screened against the effects of missing data and outliers (Pallant
2010). No missing data or outliers were detected. The skewness and kurtosis tests are used
to validate normality (Pallant 2010). The results, as presented in Table 8, show that almost
all distributions did not violate normality assumptions, with all absolute values of skewness
were below two and the absolute values of kurtosis were almost all below three (George &
Mallery 2014). This is acceptable for this research, as one of the advantages of using PLSSEM for analysis is a non-parametric analysis tool (Hair et al. 2017). Hence, normality is not
considered a requirement for data analysis.
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Table 8: Descriptive Statistics
(n=148)
Government support–A
Government support–B
Government support–C
Government support–D
Government support–E
Entrepreneurial orientation–A
Entrepreneurial orientation–B
Entrepreneurial orientation–C
Entrepreneurial orientation–D
Entrepreneurial orientation–E
Entrepreneurial orientation–F
Entrepreneurial orientation–G
Entrepreneurial orientation–H
Entrepreneurial orientation–I
Environmental uncertainty–1A
Environmental uncertainty–1B
Environmental uncertainty–1C
Environmental uncertainty–2
Environmental uncertainty–3A
Environmental uncertainty–3B
Environmental uncertainty–4
Environmental uncertainty–5
Environmental uncertainty–6
Environmental uncertainty–7
Tendering activity–1
Tendering activity–2
Relational capability–A
Relational capability–B
Relational capability–C
Procedural capability–A
Procedural capability–B
Procedural capability–C
Procedural capability–D
Procedural capability–E
Success rate
Percentage of sales
Sales growth
Profitability growth
Employment growth

Mean
2.75
2.72
2.53
2.51
2.33
4.30
4.42
3.73
3.96
3.77
4.11
4.11
3.89
2.37
3.22
3.20
4.03
3.66
3.39
3.41
3.42
3.36
3.41
3.18
2.40
2.20
3.21
3.55
3.37
3.61
3.74
3.74
3.48
3.83
1.80
1.84
1.94
1.78
1.57
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Std.
Skewness
Deviation
1.470
0.155
1.409
0.238
1.487
0.400
1.459
0.506
1.618
0.670
0.901
–1.773
0.791
–1.901
1.060
–0.551
0.947
–0.796
1.004
–0.709
0.874
–1.081
0.885
–1.124
0.934
–0.543
0.942
0.575
1.431
–0.289
1.304
–0.141
1.178
–1.193
1.175
–0.460
1.216
–0.239
1.212
–0.350
1.100
–0.179
1.207
–0.297
1.250
–0.322
1.354
–0.175
0.735
–0.788
1.195
1.031
1.274
–0.161
1.274
–0.397
1.342
–0.347
1.259
–0.751
1.269
–0.787
1.273
–0.789
1.358
–0.461
1.203
–0.881
1.249
1.483
1.320
1.347
1.102
1.235
1.068
1.646
0.926
1.730

Kurtosis
–1.365
–1.228
–1.305
–1.126
–1.228
3.974
5.279
–0.234
0.703
0.292
1.692
1.701
0.151
0.461
–1.188
–0.996
0.583
–0.685
–0.837
–0.744
–0.463
–0.714
–0.788
–1.105
–0.737
0.333
–0.913
–0.854
–0.980
–0.329
–0.314
–0.325
–0.901
0.003
1.009
0.428
0.945
2.364
2.734

6.2 Exploratory Factor Analysis (EFA)
EFA was conducted using SPSS with principal component analysis as an extraction method
and varimax rotation. The initial results revealed six factors with eigenvalues larger than one
accounting for 67.6% of the variance.
The KMO test measures sampling adequacy for each variable in the model and the complete
model. KMO test result was equal to 0.840 and the Bartlett test of sphericity was significant
(chi square = 3315.24, df = 496, p < 0.001).
The resulted rotated component matrix exposed issues with the environmental uncertainty
(EU) measure as the indicators loaded on three factors. In addition, the ninth item of EO had
negative and low loading. Therefore, the analysis was conducted again, excluding EU items
and the ninth item of EO (Hair et al. 2017).
The results of the second run revealed the presence of four factors with eigenvalues larger
than one accounting for 75% of the variance, as shown in Table 9.
The KMO test measures sampling adequacy for each variable in the model and the complete
model. KMO test result was equal to 0.892 and the Bartlett test of sphericity was significant
(chi-square = 2618.24, df = 210, p < 0.001). These measures suggested the suitability of
measures and data for factor analysis (Kaiser & Rice 1974).
Table 9: Component Matrix
Item

EO-A
EO-B
EO-C
EO-D
EO-E
EO-F
EO-G
EO-H
PC-A
PC-B

Entrepreneurial
Orientation
(EO)
0.800
0.786
0.677
0.845
0.809
0.774
0.782
0.797

Procedural
Capability (PC)

0.836
0.874
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Government
Support (GS)

Relational
Capability
(RC)

Item

Entrepreneurial
Orientation
(EO)

PC-C
PC-D
PC-E
GS-A
GS-B
GS-C
GS-D
GS-E
RC-A
RC-B
RC-C
Eigenvalue
Cumulative variance
explained

Procedural
Capability (PC)

Government
Support (GS)

Relational
Capability
(RC)

0.871
0.783
0.848
0.784
0.872
0.904
0.903
0.854
0.810
0.672
0.796
5.191
24.720%

4.549
46.382%

3.975
65.313%

2.156
75.581%

Note: Extraction Method: Principal Component Analysis.
Rotation Method: Varimax with Kaiser Normalisation.

6.3 CMV and Multicollinearity
In addition to the above tests, and based on the recommendations of existing research, a
Harman’s single-factor test was conducted because it is a simple and widespread statistical
tool that detects CMV (Podsakoff et al. 2003; Podsakoff et al. 2012). Following this
technique, all scale items were introduced into exploratory factor analysis on SPSS to
examine the unrotated factor solution and examine the resulting components with
eigenvalues greater than 1 (Podsakoff et al. 2003). If a single factor emerges or one general
factor accounts for the majority of the covariance among the measures, then it is concluded
that a significant amount of CMV is present. The assumption of Harman’s single-factor test
is that CMV exists only when one component accounts for more than 50% of the covariance
between the items and the criterion constructs (Podsakoff et al. 2003).
Using SPSS, factor analysis was conducted for all variables using the principal axis factoring
method and forcing the number of factors to 1 with no rotation. As Table 10 shows, the
principal factor explained 25% of the variance. Therefore, because one factor did not explain
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more than 50% of the variance, CMV did not pose a challenge in the dataset (Podsakoff et
al. 2003; Podsakoff et al. 2012).
Table 10: Total Variance Explained—Harman’s single-factor test
Factor

Initial Eigenvalues
Total

1

9.783

% of
Variance
25.086

Cumulative
%
25.086

Extraction Sums of Squared
Loadings
Total
% of
Cumulative
Variance
%
9.126
23.399
23.399

Despite being one of the most widely used techniques to address the issue of CMV, existing
research highlighted several limitations of Harman’s single-factor test (Podsakoff et al.
2012). It has been argued that it shows limited effectiveness in detecting the presence of
common method effects and may, thus, provide a false sense of security to researchers
(Aguirre-Urreta & Hu 2019).
Therefore, the CMV analysis was also conducted using the unmeasured latent variable
approach as another statistical remedy, as recommended by previous studies (Podsakoff et
al. 2012; Williams & McGonagle 2016).
Using SPSS, factor analysis was performed for all variables using the principal axis factoring
method with varimax rotation. After that, the scores were saved and the first factor score was
used as a marker variable. The significance of the structural parameters is examined using
SmartPLS3 both with and without the unmeasured latent variable factor pointing to the
dependent variable in the model. In this way, the values of R-square for success rate in
winning contracts before and after were compared, which was (R2 = 0.240) before adding the
unmeasured latent variable and (R2 = 0.258) after adding it. Since the difference is less than
10%, this indicates that CMV did not pose a challenge in the dataset (Chin et al. 2012).
Like other methods, there are also some limitations of this approach; for example, it does not
allow the researcher to identify the specific cause of the method variance. However, in this
research, the concern was to ensure that there was no indication that CMV posed a challenge
in the dataset (Williams & McGonagle 2016).
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The next step in the analysis was to examine the variance inflation factor (VIF) for each
relationship between all variables in the proposed model to assess the multicollinearity issue
(Hair et al. 2019; Sarstedt et al. 2019). The results show that all VIF values range between
1.00 and 2.5, which is well below the cut-off value of 10 (Hair et al. 2019) and thus, indicating
no problems with multicollinearity issues in this study. In addition, having VIF values below
3.3 can be considered further evidence that the model is free of common method bias (Kock
2015).
As a result, the suggested research model was considered acceptable, with confirmation of
adequate reliability, convergent validity, discriminant validity and no sign of CMV or
multicollinearity.

6.4 Measurement Model Validation
The analysis process followed the two-stage procedures recommended by Anderson and
Gerbing (1988). First, the measurement model was tested to confirm the validity and
reliability of the used measures. Second, the structural model was examined to test the
hypothesised relationships. The bootstrapping method was used on SmartPLS to test the
significance of the path coefficients (Hair et al. 2017; Ramayah et al. 2012; Yeap et al. 2016).
Several steps were taken to ensure reliability and validity. First, and before carrying out any
statistical analysis, it is important to assess if suitable variables were used to measure the
concepts of interest and ensure their reliability and construct validity. This was primarily
accomplished by selecting variables that have been used in previous studies to ensure that
they went through rigorous testing and have been validated. This was presented earlier in
Table 5.
After data collection, data scanning was performed using suitable statistical methods to
ensure that data coding was done correctly and that no errors existed. Cronbach’s coefficient
alpha values were used to examine the internal consistency of the measures (Field 2009;
Hinton 2004). Cronbach’s alpha is the most common measure of internal consistency (i.e.,
reliability). It is most commonly used to determine the scale reliability when having multiple
Likert scale questions in the questionnaire. Table 11 shows the values of Cronbach’s alpha
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for the items measured using the Likert scale. All reported values are for each of the
constructs were higher than (0.7), which confirms the reliability of the measures (Hair et al.
2019; Yeap et al. 2016).
Table 11: Measurement Model Validation Results
Variable
Government support
Environmental uncertainty
Entrepreneurial orientation
Relational capability
Procedural capability

Cronbach’s
Alpha
0.928
0.767
0.919
0.924
0.941

Composite
Reliability
0.945
0.82
0.934
0.951
0.955

Average Variance
Extracted (AVE)
0.777
0.318
0.640
0.867
0.811

To further assess the measurement model, statistical tests were conducted to examine
convergent validity and discriminant validity.
Convergent validity of the measurement model is usually established by examining
Cronbach’s alpha, composite reliability and average variance extracted (AVE) (Gholami et
al. 2013). The composite reliabilities were all higher than 0.7, as suggested by Hair et al.
(2017) (see Table 11). The AVE loadings were all higher than 0.5, except for EU, which was
(0.318). Hence, having an AVE < 0.5 does not convey sufficient variance for the variables
to converge into a single construct, which means items are a less-than-effective measure of
the latent construct. There is more error variance than explained variance (Gholami et al.
2013). Moreover, all constructs showed acceptable composite reliabilities (CR) ranging
between 0.820 and 0.955 (Hair et al. 2017).
Discriminant validity was examined by comparing the correlations between constructs and
the square root of the AVE for that construct (Fornell & Larcker 1981) (see Table 12).
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Table 12: Discriminant Validity Results Fornell–Larcker Criterion Test

EO
EU
Gov support
Procedural capability
Relational capability

EO

EU

0.8
0.293
0.167
0.391
0.318

0.564
0.403
0.342
0.28

Gov
Support

Procedural
Capability

Relational
Capability

0.881
0.325
0.368

0.9
0.682

0.931

Referring to Table 12, the square root of the AVEs as represented by the bolded values on
the diagonals were greater than the corresponding row and column values (correlations
between constructs), indicating the measures were discriminant. Overall, the ratio of the AVE
in each construct was higher than the square of the correlation coefficient between variables,
ensuring discriminant validity (Hair et al. 2017). In sum, both convergent and discriminant
validity of the measures in this study were established except for EU. Therefore, it was
decided to drop it in the previous factor performed analysis and the second stage of model
analysis.
Finally, using SmartPLS, CFA was conducted by running the PLS algorithm with 5,000
iterations and applying a factor weighting scheme. The outer loadings of all items were higher
than 0.7 (see Table 13) (Hair et al. 2017).
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Table 13: CFA Results
Item

EO-A
EO-B
EO-C
EO-D
EO-E
EO-F
EO-G
EO-H
GS-A
GS-B
GS-C
GS-D
GS-E
PC-A
PC-B
PC-C
PC-D
PC-E
RC-A
RC-B
RC-C

Entrepreneurial Government
Orientation
Support
(EO)
(GS)
0.8
0.78
0.721
0.851
0.823
0.797
0.819
0.805
0.844
0.873
0.932
0.921
0.829

Procedural
Capability
(PC)

Relational
Capability
(RC)

0.903
0.934
0.943
0.862
0.857
0.932
0.908
0.954

6.5 Structural Model Evaluation
To assess the structural model and hypotheses, the partial least squares (PLS) method was
utilised for data analysis (Reinartz et al. 2009). As highlighted in previous research, PLS
tends to achieve higher levels of statistical power under equal conditions compared to the
traditional covariance-based SEM. Additionally, PLS does not require a large sample and
accurately estimates the parameters in a small sample size context (Hair et al. 2017; Nguyen
2018; Reinartz et al. 2009).
To provide evidence for testing the proposed hypotheses, this study evaluates the strength
and significance of individual paths concerning the predictive relevance of these individual
paths in the proposed model (Hair et al. 2017). In addition to the direct effects, the model
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also tests the moderating effect of EO and the mediating effects of procedural capability,
relational capability and tendering activity.
The path coefficients (β values) of every path in the hypothesised model were computed, the
greater the β value, the more the substantial effect on the endogenous latent construct (Hair
et al. 2019). However, the β value had to be verified for its significance level through the tstatistics test. To test the significance of the path coefficient and t-statistics values, a
bootstrapping procedure with 5,000 subsamples was carried out for this study (Hair et al.
2013; Streukens & Leroi-Werelds 2016). The results used to evaluate the predictive relevance
of individual direct paths are reported in Table 13, including path coefficients and t-statistics
and values for each path.
6.5.1 Direct Effects
As shown in Table 14, the influence of government support on relational capability was
positive and significant (β = 0.34, t = 4.597, ρ < 0.01), and it was also positive and significant
on procedural capability (β = 0.293, t = 3.891, ρ < 0.01). However, it was not significant on
tendering activity.
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Table 14: Direct Effects: Path Coefficient and t-Statistics
Path
Gov support –> Relational capability
Gov support –> Procedural capability
Gov support –> Tendering activity
EO –> Relational capability
EO –> Procedural capability
EO –> Tendering activity
Relational capability –> Tendering activity
Relational capability –> Success rate
Procedural capability –> Tendering activity
Procedural capability –> Success rate
Tendering activity –> Success rate
Gov support –> Success rate
Success rate –> Sales growth
Success rate –> Profitability growth
Success rate –> Employment growth
Success rate –> Contracts percentage of sales
Contracts percentage of sales –> Sales growth
Contracts percentage of sales –> Profitability growth
Contracts percentage of sales –> Employment growth

Path
Coefficient
0.340
0.293
–0.179
0.276
0.364
–0.077
–0.207
0.011
0.427
0.237
0.180
0.038
0.165
0.157
0.058
0.612
0.379
0.424
0.431

t-Statistics
4.597
3.891
1.923
3.877
5.421
0.883
1.782
0.104
4.070
2.463
2.158
0.441
1.593
1.548
0.577
8.687
3.724
4.113
4.503

p
0**
0**
0.055
0**
0**
0.377
0.075
0.917
0**
0.014*
0.031*
0.659
0.111
0.122
0.564
0**
0**
0**
0**

** ρ < 0.01, * ρ < 0.05.

For EO, the results show that the influence of EO on relational capability was found to be
positive and significant (β = 0.276, t = 3.877, ρ < 0.01). EO’s impact on procedural
capability was also found to be positive and significant (β = 0.364, t = 5.421, ρ < 0.01).
However, its effect on tendering activity was not significant (β = –0.077, t = 0.883, ρ > 0.05).
Procedural capability influenced tendering activity positively and significantly (β = 0.427,
t = 4.07, ρ < 0.01), it also influenced success rate in winning contracts positively and
significantly (β = 0.237, t = 2.463, ρ < 0.05).
In terms of the direct relationships between the success rate in winning contracts and the
performance variables—sales growth, profitability growth and employment growth—none
was statistically significant (see Table 14). However, the influence of the success rate in
winning contracts on the percentage of contracts out of total annual sales was positive and
significant (β = 0.612, t = 8.687, ρ < 0.01). Similarly, the influence of the percentage of
contracts out of total annual sales was positive and significant on employment growth
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(β = 0.431, t = 4.503, ρ < 0.01), profitability growth (β = 0.424, t = 4.113, ρ < 0.01), and
sales growth (β = 0.379, t = 3.724, ρ < 0.01).
6.5.2 Mediation Effects
Using SmartPLS, the complete bootstrapping procedure was used to test for mediation by
analysing indirect effects tables (Hair et al. 2017). As shown in Table 15, when testing the
mediating effects of relational capability, procedural capability and tendering activity on the
relationship between government support and success rate in winning contracts, a significant
result was found for procedural capability only (β = 0.069, t = 1.963, ρ < 0.05).
Table 15: Mediating Effects: Path Coefficient and t-Statistics
Path
Gov support –> Relational capability –> Success rate
Gov support –> Procedural capability –> Success rate
Gov support –> Tendering activity –> Success rate
Gov support –> Procedural capability –> Tendering activity
Procedural capability –> Tendering activity –> Success rate
EO –> Procedural capability –> Tendering activity
EO –> Procedural capability –> Success rate
Success rate –> Contracts percentage of sales –> Sales
growth
Success rate –> Contracts percentage of sales –> Profitability
growth
Success rate –> Contracts percentage of sales –>
Employment growth

Path
tCoefficient Statistics
0.004
0.104
0.069
1.963
–0.032
1.364
0.125
2.755
0.077
1.97
0.156
3.125
0.086
2.132
0.232
3.260

p
0.917
0.05*
0.173
0.006**
0.049*
0.002**
0.033*
0.001**

0.259

3.392

0.001**

0.264

3.841

0**

** ρ < 0.01, * ρ < 0.05.

The analysis also showed that there are some other significant indirect effects; for example,
procedural capability mediated the relationship between government support and tendering
activity (β = 0.125, t = 2.755, ρ < 0.01), and tendering activity mediated the relationship
between procedural capability and success rate in winning contracts (β = 0.077, t = 1.97, ρ <
0.05).
Table 15 also shows that procedural capability mediated the relationships between EO and
tendering activity (β = 0.156, t = 3.125, ρ < 0.01) and EO and success rate in winning
contracts (β = 0.086, t = 2.132, ρ < 0.05).
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In addition, the results presented in Table 15 show that contracts percentage of sales plays a
significant and positive mediating role in the relationships between the success rate in
winning contracts and sales growth (β = 0.232, t = 3.26, ρ < 0.01), the success rate in winning
contracts and profitability growth (β = 0.259, t = 3.392, ρ < 0.01), and the success rate in
winning contracts and employment growth (β = 0.264, t = 3.841, ρ < 0.01).
6.5.3 Moderation Effects
As one of the objectives of this research is to assess the moderating effect of EO on the
relationships between government support and procedural capability, relational capability
and tendering activity, these effects were estimated using SmartPLS3. A two-stage
calculation method was used (Hair et al. 2017). The analysis results showed that EO had a
negative significant moderation effect on the relationship between government support and
procedural capability (β = –0.16, t = 2.025, ρ < 0.05). The results for the other two
moderating effects were not significant, as shown in Table 16.
Table 16: Moderating Effects: Path Coefficient and t-Statistics
Path
Moderating effect of EO on Gov support –> Procedural
capability
Moderating effect of EO on Gov support –> Relational
capability
Moderating effect of EO on Gov support–> Tendering
activity

Path
Coefficient
–0.16

tStatistics
2.025

p
0.043*

–0.105

1.269

0.204

0.082

1.123

0.261

* ρ < 0.05.

6.5.4 R-squared (R2), Predictive Relevance (Q2) and Effect Sizes (f2)
The analysis results indicate that the R2 value for success rate in winning contracts is 0.240,
as shown in Figure 2, which is greater than the recommended level of 0.10 in order for the
variance explained of a particular endogenous construct to be deemed adequate (Falk &
Miller 1992). This indicates that 24% of the variance in success rate in winning contracts can
be explained by the proposed model.

78

Figure 2: Analysis Results Showing Significant Paths and R2 of Success Rate
Note: Bold lines indicate significant relationships.

In contrast, for the second part of the model with the overall SME performance as the
dependent variable, as shown in Figure 3, the R2 result for sales growth was 0.247,
profitability growth was 0.285 and employment growth was 0.219. Again, all R2 were higher
than the recommended level of 0.10 mentioned by Falk and Miller (1992). Hair et al. (2013)
suggested that R2 values of 0.75, 0.50, or 0.25 for endogenous latent variables, as a rough
rule of thumb, can be described as substantial, moderate or weak. Hence, in this case, all R2
values can be considered weak.
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Figure 3: Analysis Results Showing Significant Paths and R2 of SME Growth
Performance
Note: Bold lines indicate significant relationships.

In addition to evaluating R2, beta and the corresponding t-values, assessing the structural
model should also involve reporting predictive relevance (Q2) and effect sizes (f2) (Hair et
al. 2017; Yeap et al. 2016). Therefore, effect sizes (f2) were assessed following Hair et al.’s
(2017) suggestion to examine the change in R2 when a specified exogenous construct is
omitted from the model to evaluate whether the omitted construct has a substantive impact
on the endogenous construct. Cohen et al.’s (1998) guideline was followed to measure the
magnitude of the effect size, which is 0.02, 0.15, and 0.35, representing small, medium and
large effects, respectively. Looking at the f2 values in Table 17, it can be concluded that the
relationship between government support and tendering activity had a small effect size, while
the relationships between government support and procedural capability as well as relational
capability had medium effect sizes (0.14) and (0.15), respectively.
Table 17: Effect Size (f2) and Predictive Relevance (Q2) Results
Path
Gov support –> Tendering activity
Gov support –> Procedural capability
Gov support –> Relational capability

Effect Size (f2)
0.03
0.14
0.15
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Predictive Relevance (Q2)
–0.02
0.10
0.12

To assess the predictive relevance of the model, a blindfolding procedure was performed in
Smart PLS3 (Chin 1998; Henseler et al. 2009). Following the suggestion of Hair et al. (2017),
if the Q2 value is larger than zero, the model has predictive relevance for a particular
endogenous construct and if the value is less than zero (Fornell & Cha 1994; Hair et al. 2017).
In addition, Hair et al. (2017) also stated that as a relative measure of predictive relevance,
values of 0.02, 0.15, and 0.35 indicate that an exogenous construct has a small, medium or
large predictive relevance for a particular endogenous construct. Therefore, as shown in
Table 17, the Q2 values for both procedural and relational capabilities are both larger than
zero, (0.10) and (0.12), respectively, which can be considered a medium predictive relevance.
In contrast, Q2 value for tendering activity is less than zero resulting in no predictive
relevance (Fornell & Cha 1994).
The root mean squared residual (SRMR) value of the model was also examined using
SmartPLS3 to test the model fit. The SRMR of 0.055 is lower than the recommended value
of 0.08, indicating an acceptable model fit (Henseler et al. 2016).
In terms of control variables, SMEs’ characteristics variables (i.e., age, size and industry) did
not have a significant relationship with the IVs nor the DVs.
Individual entrepreneur’s human capital entrepreneurial experience had a significant
negative relationship with government support (β = –0.184, t = 2.338, ρ < 0.05). Similarly,
industry experience had a significant negative relationship with successes rate in winning
contracts (β = –0.292, t = 2.55, ρ < 0.05).
Education did not have any significant relationship with the IVs nor the DVs.

6.6 Summary of Hypotheses Testing Results
Based on the above-mentioned results, it can be concluded that the mediating effect of
relational capability on the relationship between government support and success rate in
winning contracts was not found significant, so H1 is rejected.
However, the mediating effect of procedural capability on the relationship between
government support and success rate in winning contracts was positive and significant, thus
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supporting H2. Table 18 summarises the results of all proposed hypotheses. The supported
hypotheses were H2, H4b, H5c, H6a, H6b and H6c. In the following chapter, a detailed
discussion of results and findings is provided to elaborate on the insights driven from data
analysis.
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Table 18: Summary of Hypotheses’ Path Testing Results
Path
Gov support –> Relational capability –> Success rate
Gov support –> Procedural capability –> Success rate
Gov support –> Tendering activity –> Success rate
Relational capability –> Tendering activity
Procedural capability –> Tendering activity
Moderating effect of EO on gov support–> Tendering activity
Moderating effect of EO on gov support –> Relational capability
Moderating effect of EO on gov support –> Procedural capability
Success rate –> Contracts percentage of sales –> Sales growth
Success rate –> Contracts percentage of sales –> Profitability growth
Success rate –> Contracts percentage of sales –> Employment growth

Hypothesis
H1
H2
H3
H4a
H4b
H5a
H5b
H5c
H6a
H6b
H6c

** ρ < 0.01, * ρ < 0.05
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Path Coefficient t-Statistics
p
0.004
0.104
0.917
0.069
1.963
0.05*
–0.032
1.364
0.173
–0.207
1.782
0.075
0.427
4.07
0**
0.082
1.123
0.261
–0.105
1.269
0.204
–0.16
2.025
0.043*
0.232
3.26
0.001**
0.259
3.392
0.001**
0.264
3.841
0**

Result
Not supported
Supported
Not supported
Not supported
Supported
Not supported
Not supported
Supported
Supported
Supported
Supported

Chapter 7: Discussion
This chapter aims to discuss the key findings of the study concerning the proposed research
questions and hypotheses. As highlighted earlier, this study addresses the following research
questions:
1) What role do SME tendering capabilities and tendering activity play in the
relationship between government support and SME performance?
2) Does SME performance at the government support program level affect overall SME
growth performance?
3) Does Entrepreneurial Orientation play a role in the relationship between government
support and SME tendering capabilities or tendering activity?
This chapter will shed light on the key findings of data analysis and interpret the results to
provide relevant insights to enhance the understanding of the relationship between
government support and SME performance and the mediating role of SME tendering
capabilities.

7.1 Discussion of the Hypotheses
Building on the results of hypothesis testing shown in Chapter 6, the findings provide new
insights on the mediating role that tendering capabilities play in the relationship between
government support and SME performance.
Table 19 shows the summary of the results of the proposed hypotheses. The mediating role
of relational capability and procedural capability was highlighted in H1 and H2. The results
supported H2, which suggested that SMEs’ procedural capability mediates the relationship
between government support and success rate in winning contracts. This is considered a new
contribution that can be added to the findings of previous studies, which highlight the role of
procedural capability in making the tendering process more efficient and encourages the
SME to direct more operational focus and capability building towards public sector tenders,
which is supposed to lead to enhancing their chances of winning public contracts (Flynn &
Davis 2017). Such findings indicate the importance of providing relevant government
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support services to facilitate building SMEs’ procedural capabilities. Such capabilities
prepare SMEs to meet the complex requirements of public procurement systems and
processes, which represent a significant obstacle to SME participation (Woldesenbet &
Worthington 2019). The importance of SME procedural capability was also emphasised by
studies conducted by the World Bank that considered the process of government procurement
as a challenge to SMEs due to the complex administrative requirements, such as excessive
bureaucracy and documentation requirements and financial guarantees. SMEs usually suffer
from a lack of capability in writing formal proposals and find difficulty in preparing
quotations during the allowed time (OECD 2018; World Bank Group 2017).
Table 19: Hypotheses Summary
H#

Hypothesis

Result

RQ1: What role do SME tendering capabilities and tendering activity play in the
relationship between government support and SME performance?

H1

SMEs’ relational capability mediates the relationship between government
support and the success rate in winning contracts

Not
supported

H2

SMEs’ procedural capability mediates the relationship between government
support and the success rate in winning contracts

Supported

H3

SMEs’ tendering activity in submitting bids to public tenders mediates the
relationship between government support and the success rate in winning
contracts

Not
supported

SMEs’ relational capability positively influences SMEs’ tendering activity

Not
supported

SMEs’ procedural capability positively influences SMEs’ tendering activity

Supported

H4a
H4b

RQ3: Does Entrepreneurial Orientation play a role in the relationship between
government support and SME tendering capabilities or tendering activity?

H5a

EO moderates the relationship between government support and SMEs’
tendering activity

Not
supported

H5b

EO moderates the relationship between government support and SMEs’
relational capability

Not
supported
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H#

Hypothesis

H5c

EO moderates the relationship between government support and SMEs’
procedural capability

Result
Supported

RQ2: Does SME performance at the government support program level affect overall
SME growth performance?
The percentage of public contracts value out of total annual sales mediates
the relationship between the success rate in winning contracts and SMEs’
sales growth

Supported

H6a

The percentage of public contracts value out of total annual sales mediates
the relationship between the success rate in winning contracts and SMEs’
profitability growth

Supported

H6b

Supported

H6c

The percentage of public contracts value out of total annual sales mediates
the relationship between the success rate in winning contracts and SMEs’
employment growth

The results did not support H1, which proposed that SMEs’ relational capability mediates the
relationship between government support and the success rate in winning contracts. This runs
contrary to the reported results of previous studies that considered relational capability a key
aspect for SMEs because it enables them to influence public buyers’ selection process by
promoting their service and products (Glas & Eßig 2018; Reis & Cabral 2015) or that it also
enables SMEs to influence demand specifications of the requested services or products,
which enhances their chances of winning contracts (Flynn & Davis 2016a; Reijonen et al.
2016). In addition, the relationship between relational capability and tendering activity was
also found to be non-significant, which resulted in rejecting H4a. Again, this runs contrary
to previously reported results that argued that relational capability is expected to affect
SMEs’ tendering activity in submitting bids to public tenders since interacting with public
buyers is likely to result in more invitations to tender and consultations about future supply
needs (Batjargal 2003; Fornoni et al. 2011; Reijonen et al. 2016; Rubalcaba et al. 2010;
Toivonen & Tuominen 2009).
These findings place greater importance on the role of SMEs’ procedural capability in
mediating the relationship between government support and SME performance. This is due
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to the complexity of public procurement systems and processes, which represents a major
obstacle to SME performance (OECD 2018). Results of this study show the significant
mediating role of SMEs’ procedural capability, which provides an important clarification to
policymakers to better understand how government support influences SME performance.
As mentioned earlier, many governments have introduced public procurement policies and
programs to support SMEs’ growth (Hebous & Zimmermann 2020; OECD 2020;
Pavlykivska et al. 2020; Tinits & Fey 2020); however, many still facing uncertainty regarding
what they should do (Ali et al. 2018; Arshed et al. 2014; Boter & Lundström 2005; Flynn
2017; Nakku et al. 2020; OECD 2018; Storey 1994; Wren & Storey 2002). This study
suggests that governments can focus on introducing support programs to enable SMEs to
build and improve their tendering procedural capabilities. Such intervention will enable
governments to influence SMEs’ performance in public procurement programs, eventually
leading to enhancing SMEs’ overall growth.
The mediating effect of tendering activity on the relationship between government support
and success rate in winning contracts was non-significant, which resulted in rejecting H3.
However, support for H4b reinforces the assumption that procedural capability is expected
to affect SME tendering activity since it encourages the SME to tender more frequently since
the ability to understand public buyers’ requirements and preparing the bids accordingly
makes the tendering process much streamlined. This assumption is also supported because
the findings highlight the positive and significant mediating role of tendering activity on the
relationship between procedural capability and success rate in winning contracts (β = 0.076,
t = 2.084, ρ < 0.05).
A key finding of this research is identifying a unique significant path linking government
support to SME performance at the program level with the mediation role that procedural
capability plays in influencing the relationship between government support and success rate
in winning contracts. The path also shows the mediation role that tendering activity plays in
influencing the relationship between procedural capability and success rate in winning
contracts. Such findings should be of considerable value to SMEs in managing resources and
building capabilities to evaluate and bid for public tenders (Swarnkar et al. 2009). In addition,
this finding should assist policymakers in determining which kind of support should be
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provided to SMEs to influence their performance in winning public contracts (OECD 2018;
World Bank Group 2017).
The results also showed that H5a and H5b were not supported. This indicates that the
suggested moderating effect of EO on tendering activity and relational capability was not
found significant. This runs against previous research findings that suggested that EO can
influence the SME’s tendency to identify and exploit contract opportunities (Baker & Sinkula
2009). In addition, although H5c was supported, the results indicated that EO had a negative
significant moderation effect on the relationship between government support and procedural
capability (β = –0.16, t = 2.025, ρ < 0.05). Similarly, such results contradict previous
research findings that suggested a positive relationship between EO and building firm
capabilities (Kajalo & Lindblom 2015; Lekmat et al. 2018). Therefore, the results of H5a,
H5b and H5c suggest that the moderation role of EO in the research framework should be
reconsidered, especially given other results suggested a direct influence for EO on relational
capability that was found to be positive and significant (β = 0.276, t = 3.877, ρ < 0.01). In
addition, EO’s influence on procedural capability was also found to be positive and
significant (β = 0.364, t = 5.421, ρ < 0.01).
Another key finding of this study is the significant relationship between the SME
performance at the government support program level and its overall growth performance.
The mediating role that the percentage of the value of public contracts out of total annual
sales plays in the relationship between the success rate in winning contracts and all growth
indicators was supported; hence, all proposed hypotheses H6a, H6b and H6c were accepted.
This supports the argument that the SME should achieve a specific value of public contracts
won with relevance to its annual sales to influence its overall growth rate. This also
substantially contributes to a growing direction of research addressing the relationship
between the success rate in winning contracts and SME growth (Ferraz et al. 2015; Hebous
& Zimmermann 2020; Hoekman & Sanfilippo 2018). The findings explain the mediating
role that the percentage of contracts out of annual sales plays in the relationship between the
SME success rate in winning contracts at the program level and all SME growth indicators.
What makes this novel is that the results showed full mediation, meaning that the direct
relationship between SME performance at the program level and its overall growth
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performance was not significant for the three growth indicators: sales, profitability and
employment. This finding can help fill the gaps that were identified in previous studies on
the relationship between government support and SME performance (Hye-Young &
Hyunsuk 2017; Park et al. 2019). In addition, such comprehensive operationalisation of SME
performance at different levels enables policymakers to compare evidence on the impact of
government support programs on SME performance. This can assist governments in
designing better and more effective support policies.

7.2 Chapter Summary
The main objective of this chapter was to review the key findings of the study and provide
interpretations that can lead to a better understanding of the relationship between government
support and SME performance with a focus on the mediating role of SME tendering
capabilities. The findings highlighted the mediation role of procedural capability in the
relationship between government support and success rate in winning contracts, which was
the focus of the first research question. They also highlighted the role that the achieved value
of contracts, measured as a percentage of contracts won to annual sales, plays to mediate the
relationship between the success rate in winning contracts and overall SME growth. Such
findings can guide governments to design their policies and interventions in a way that
supports SMEs in building their tendering procedural capabilities. This should enable
governments to influence SMEs’ performance in public procurement programs, which will
eventually enhance SMEs’ overall growth.
These findings add to the literature and advocate avenues for further research. In the
following chapter, a summary of the study’s conclusions, contributions and limitations are
provided.
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Chapter 8: Conclusion, Contributions and Limitations
This study followed a capability-based approach to investigate the relationship between
government support and SME performance. The developed framework considered two main
levels of SME performance: SME performance at the level of the government support
program and the overall SME growth performance. The mediating role of SME tendering
capabilities and activity was the critical part of the first stage of the framework. The
framework was tested using structural equation modelling in the context of Dubai, with a
focus on the Dubai Government Public Procurement Program. The study adopted a crosssectional quantitative survey approach. The findings of the study contribute to a growing
body of research aimed at understanding how government support programs can play a key
role in supporting the performance of SMEs. The findings identified a significant path linking
government support to SME growth via two main stages of mediation; the first stage shows
the mediation role that procedural capability plays in influencing the success rate in winning
contracts. The second stage highlights the role that the achieved value of contracts, measured
as a percentage of contracts won to annual sales, plays to mediate the relationship between
the success rate in winning contracts and SME growth. This way, the research probed the
inter-relationships between the performance indicators at two levels: program level and SME
growth performance level. This approach is novel and succeeded to address the scarcity of
research at the intersection of SMEs’ performance and public procurement programs.
Reflecting on the results and discussion, this study contributes to the existing body of
research at theoretical and practical levels. These contributions are detailed below:

8.1 Theoretical and Empirical Contributions
This research investigated the impact of government support among other influential factors
in influencing SME performance, specifically revealing the impact of the mediating role that
SMEs’ tendering capabilities and procedural capability play. As highlighted earlier, previous
studies have focused more on what hinders SMEs than what enables them to compete for and
win business with public sector organisations (Akenroye et al. 2020; Flynn 2018; Flynn &
Davis 2016b). Others pursued to explain SME involvement in public procurement regarding
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resource availability within the firm (Karjalainen & Kemppainen 2008). This research builds
on the new direction that adopted a capability-based view presented by Flynn and Davis
(2017). The capability-based view was employed to assess the impact of government support
on SME performance.
This research led to identifying a significant path linking government support to SME growth
via two main stages of mediation, as shown in Figure 4. The first stage shows the mediation
role that procedural capability plays in influencing tendering activity, which influences the
success rate in winning contracts. The success rate in winning contracts measures the SME
performance at the public procurement program level. The second stage highlights the role
that the achieved value of contracts, measured as a percentage of contracts out of annual
sales, plays to mediate the relationship between the success rate in winning contracts and
SME growth.

Figure 4: Resulting Significant Paths
Note: Bold lines indicate significant relationships.

In addition, this research adopted a more comprehensive operationalisation of SME growth
performance by capturing the growth rates in sales, profitability and employment for the last
three years. Such operationalisation provides a balanced view of the different objective
measures that reflect the growth of SMEs during their lifecycle and also allows for further
comparisons across industries, countries and regions (Capelleras & Rabetino 2008;
Davidsson et al. 2009; Delmar et al. 2003; Federico et al. 2012; Pasanen 2007; Venkatraman
& Ramanujam 1986; Weinzimmer et al. 1998). This can address the lack of robust and
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comparable evidence that has often limited more effective policy design and implementation
(OECD 2019b).
As the first of its kind in the context of Dubai and the Middle East region, this research shall
initiate a new direction to adopt a comparable evidence-based approach to strengthen the
academic evaluation of SME support policies and, specifically, public procurement policies
in the region. This can foster the collaboration between government, academia and industry.

8.2 Policy Implications of The Findings
In addition to the mentioned academic and theoretical contributions, this research has
important practical contributions that can influence the government’s approach in designing
support policies and allocating resources for support programs. There are also managerial
contributions at the SME level that might enhance how SMEs manage their resources and
utilise them to build required capabilities to support their performance and growth.
8.2.1 Implications of Findings for Policymakers
The study findings indicated the importance of SMEs’ procedural capability to achieve better
performance levels. It also indicated that public buyers’ selection criteria tend to favour
SMEs with better capabilities to perform the requirements since the relationship with success
rate in winning contracts was significant. This leads to a practical recommendation to
policymakers to increase the focus on government support programs that target enhancing
the procedural procurement capabilities of SMEs, as this will lead to better performance
levels in success in winning contracts and better growth performance in sales, profitability
and employment.
While the direct relationship between government support and both procurement capabilities
was positive and significant, the influence of government support on relational capability was
greater, as the beta coefficient was higher (β = 0.324, t = 4.224, ρ < 0.01) for relational
capability than (β = 0.287, t = 3.842, ρ < 0.01) for procedural capability. In the context of
Dubai, the practical implication of this finding will lead to a shift in the way that Dubai SME
allocates its resources towards supporting SMEs, so instead of allocating most resources to
SME promotion programs and matchmaking events to enable SMEs to network with public
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buyers, Dubai SME should start allocating more resources towards building SMEs’
procurement procedural capabilities. Such capability building programs will have a clear
impact on the performance of SMEs in public procurement and on their overall growth.
To achieve the above, it is recommended that Dubai SME revamps the existing support
mechanisms and adopts a structured approach based on the assessment of SMEs’ capabilities.
As mentioned earlier, the current process includes generic awareness and orientation
programs offered to all registered SMEs; however, it is not tailor designed to bridge the
capability gaps of SMEs since such capability assessments are not done. Therefore, what is
required is to introduce new steps to the qualification process that will ensure assessing
SMEs’ resources and capabilities to design a more customised support plan that fits its needs.
The assessment will allow grouping SMEs into categories based on their tendering
capabilities’ levels. SMEs with higher procedural capabilities can be accredited as qualified
suppliers and receive a light-version of the capability development program, mainly focusing
on providing information and orientation on the process, while other SMEs who achieved
lower levels of procedural capability will be required to create a more comprehensive
capability development program that includes basic training modules for the entrepreneur
and key employees on the different aspects of tendering and supply chain management to
enhance their procedural capability. After that, they can be assessed again to be accredited
as qualified suppliers.
Such an approach should increase the effectiveness of implementing Dubai’s public
procurement policy and provide a clear development path for SMEs to follow. In addition,
capturing SMEs’ capabilities details and performance information will enable Dubai SME to
track the impact of provided support programs on SME performance and collect relevant
feedback to improve the process and build more customised and relevant capability
development programs for SMEs of different sizes and across diverse industries.
In addition, the model explained the relationship between the performance of SMEs in the
public procurement program and their overall growth performance. Therefore, as the study
has shed light on the mediating role of SMEs’ procurement capabilities, it also suggested
adopting more performance indicators at the program level, such as success rate in winning
contracts and percentage of government contracts to total annual sales, to complement the
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currently tracked growth performance indicators and improve the monitoring and evaluation
approach of the government’s procurement program. As a practical implication, the resulting
operationalisation of SME performance will be incorporated into existing performance
indicators tracked annually by Dubai SME, which shall help estimate the value that supported
SMEs contribute to Dubai’s economy in terms of sales and employment. In addition, this will
allow Dubai SME to track supported SMEs’ performance at each stage and have a much
better approach to assess the impact of provided government support.
8.2.2 Implications of Findings for Managers of SMEs
The findings have practical implications at the SME level since they suggest that SMEs
should focus on benefiting from available government support programs to build relevant
tendering procedural capabilities. Understanding the factors that affect SMEs’ performance
at the program level can guide SME owners to utilise existing support programs better and
ensure their suitability for the SME’s needs. In addition, such understanding will enable
SMEs’ owners to manage available resources better to focus on enhancing procedural
capabilities and monitor the impact on the SME performance.
SMEs’ owners should be more cautious in allocating resources to potential opportunities, as
the results showed full mediation of the achieved value of contracts, measured as a percentage
of the value of public contracts out of total annual sales, in the relationship between the
success rate in winning contracts and SME growth. This means that the direct relationship
between the success rate in winning contracts and growth was not significant for the three
growth indicators: sales, profitability and employment in Dubai context. This shall direct
SMEs to have a clear strategy when approaching government tenders, as the number of
contracts won might not be the only target since most SMEs have limited resources to manage
different contracts, and if the value of contracts were not significant, this would not support
their overall growth plans.

8.3 Limitations and Future Research
There are several limitations to this research, and usually having some limitations can offer
scope for improvement or future research. First, the research followed a cross-sectional
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survey approach with a single rater due to the lack of available performance-related
information in the Dubai SME database. This was a result of not having any obligatory
financial reporting requirements in Dubai; hence, most SME members do not report their
financials regularly. Therefore, although the results confirmed not finding any sign of CMV,
an important area for future research will be to consider conducting a longitudinal study for
five years or more using triangulation to capture archival financial information for
performance-related indicators to track changes in performance in line with availed support
services. Generally, longer intervals result in more stable estimates and create a more indepth picture to understand the research problem. Thus, future research should assess
whether the findings of this research are robust as to both the performance measures used
and the capabilities examined.
Second, the sample responses were from SMEs in Dubai SME’s database only, and this might
affect generalisability. The study can be replicated in different locations or geographies to
compare findings in different contexts and obtain comparable evidence. Such studies shall
enrich the existing body of research and provide more insights and improvements to the
proposed research framework.
Third, while the operationalisation of government support focused on benefiting from
government support services, other factors can be included to enrich the findings of the
current research and provide a better understanding of what governments should do and how
to deliver support services to assist SMEs in building their tendering capabilities. This can
be done by including additional measures that identify specific characteristics of government
support services, such as the volume of support (presents the number of different support
services received) and the intensity of support (refers to the number of resources that is used
in the implementation of a specific form of support, for example, the period of providing
support and financial value of support) (Rakićević et al. 2016).
Finally, as the findings identified the significant mediating role that the percentage of the
value of public contracts out of total annual sales plays in the relationship between the success
rate in winning contracts and SMEs’ growth performance, there is an area for further research
to explore the actual percentage thresholds that SMEs should reach to influence their growth.
This further research will lead to estimating the actual growth rate for each unit of sales,
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which will have a huge influence on the government’s approach to assess the economic
impact of existing government support policies and pave the way for formulating more
effective ones. Of course, this requires the government to begin capturing more performancerelated indicators (such as sales, profitability, the success rate of winning contracts, and buyer
satisfaction on completed contracts) to have a more comprehensive understanding of SME
performance and study the impact on each of these indicators.
Despite the mentioned limitations, this research makes a significant contribution to assessing
the impact of government support programs on SMEs’ performance, with a specific focus on
government procurement programs. This not only informs theory but also provides some
significant strategic considerations for policymakers and practitioners. This investigation is
only a step forward in the context of Dubai. However, the anticipation is that the findings
will motivate other researchers to continue this promising line of inquiry and encourage more
collaboration between government, industry and academia in UAE and the Middle East in
SME development programs policies.
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Appendix B: Participant Information Sheet

PARTICIPANT INFORMATION SHEET FOR SME OWNERS

PROJECT TITLE: The role of Government Support in Small and Medium
Enterprise (SME) growth in the UAE
PURPOSE OF THE RESEARCH
Small and Medium Enterprises (SMEs) play a crucial role in the economic development of
any economy. According to the database of Dubai Statistics Center, SMEs account for 99 per
cent of the total enterprise population in Dubai, they employ around 51 per cent of Dubai’s
workforce, and contribute 46 per cent of Dubai’s value-add.
The research aims to study the impact of government support programs on the growth of
supported SMEs. In specific, the research aims to investigate to what extent government
support plays a role in the growth of supported SMEs, and what are the mechanisms by which
government support influences the growth of SMEs.
A contingency approach will be adopted to investigate the interaction between government
support and the other influential factors in determining SME growth in the context of Dubai.
INVESTIGATORS
Essam Disi
DBA Candidate
Faculty of Business &
Management, UOWD
ed025@uowdubai.ac.ae

Dr Boštjan Gomišček
Supervisor
Faculty of Business &
Management, UOWD
BostjanGomiscek@uowdubai.ac.ae

Dr Valerie Lindsay
Co-Supervisor
School of Business
Administration, AUS
vlindsay@aus.edu

METHOD AND DEMANDS ON PARTICIPANTS
If you choose to be included, as an SME owner, you will be asked to complete an online
survey that will take 10 minutes of your time. The survey will include questions about your
background, company characteristics, interaction with government support and company
performance. All data provided will be used solely for academic purposes.
POSSIBLE RISKS, INCONVENIENCES AND DISCOMFORTS
Apart from the 10 minutes of your time to complete the survey, we can foresee no risks for
you. Your involvement in the study is voluntary, and you may withdraw your participation
from the study at any time and withdraw any data that you have provided to that point. The
decision not to participate, or to withdraw from the study, will not affect any current or future
relationship with any government agency or any government support program. Your
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participation can be withdrawn at any time during the online survey process by simply
closing the web browser. Incomplete survey information will be excluded from the process.
The resulting dataset will be mainly used for academic purpose for the candidate to complete
the doctoral thesis and only be shared with Dubai SME to develop a better understanding
about how to support local SMEs. It will not be shared with any other government agency
and will not be used for any commercial purpose. Your response will not have any
implication to your relationship with Dubai SME or any government agencies.
FUNDING AND BENEFITS OF THE RESEARCH
This research will provide significant theoretical contributions and important practical
implications. The resulting operationalisation of SME growth can be incorporated into
existing performance indicators used by Dubai Government. The findings of the research will
shed light on the impact of existing programs on the growth on SMEs. More importantly, the
research results will provide valuable guidance for future government interventions.
ETHICS REVIEW AND COMPLAINTS
This study has been reviewed by the Social Sciences Human Research Ethics Committee of
the University of Wollongong. If you have any concerns or complaints regarding the way
this research has been conducted you can contact the UOW Ethics Officer on +61 2 4221
3386 or email rso-ethics@uow.edu.au.

Thank you for your interest in this study.
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Appendix C: Survey Instrument

Research Title: The role of Government Support in Small and Medium Enterprise
(SME) growth in the UAE: A contingency approach

This research is presented as part of the requirements for the award of the degree
Doctor of Business Administration

By
Essam Omran Disi
Department of Business and Management
University of Wollongong in Dubai

Supervisor: Dr Boštjan Gomišček
Co-Supervisor: Dr Valerie Lindsay
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SECTION 1: RESPONDENT PROFILE

Respondent designation/role

1.
2.
3.
4.

Owner
CEO
Manager
Employee

2.

Age (years)

1.
2.
3.
4.
5.

20–29
30–39
40–49
50–59
60 or above

3.

Nationality

1. UAE
2. Other

4.

Gender

1. Male
2. Female

1.

1. High School
2. Diploma (Pre-university)
3. Bachelor Degree (undergraduate degree)
4. Master’s Degree
5. Doctor Degree
1. 1–5
2. 6–10
3. 11–15
4. 16–20
5. More than 20
1. 1–5
2. 6–10
3. 11–15
4. 16–20
5. Above 20
1. None
2. One business
3. Two businesses
4. More than two businesses

5.

Formal education

6.

Total work experience (in years)

7.

Total years of experience in the
same industry as the current
business (in years)

8.

Total number of businesses
founded prior to setting up this
business

9.

Are you the authorised signatory
for the business?

1. Yes
2. No

10.1 Are you employed in another
organisation?

1. Yes
2. No

10.2 If yes, are you employed in
the public or private sector?

1. Public Sector
2. Private Sector

10.
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SECTION 2: FIRM CHARACTERISTICS

11.

Number of full-time employees

12.

Years in operation

13.

Industry

14.

Business Activity

15.

Total Annual sales for last year

1.
2.
3.
4.
5.
1.
2.
3.
4.
5.

1–9
10–49
50–99
100–149
150–250
1–5
6–10
11–15
16–20
Above 20

1. Trading
2. Services
3. Manufacturing
1. Events and Tourism
2. Education
3. Health Care
4. Wholesale
5. Retail
6. Food and Beverage
7. Professional Services
8. Transport and logistics
9. Construction
10. Other (please mention)
1. Less than AED 3 Mn
2. AED 3 Mn to AED 20 Mn
3. > AED 20 Mn to < AED 50 Mn
4. AED 50 Mn to <AED 250 Mn
5. AED 250 Mn or more
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SECTION 3: GOVERNMENT SUPPORT

16.

17.

Have you benefited from the Exemption
from registration in the public
procurement e-Supply platform?

1. Yes
2. No

How do you rate the impact of benefiting from the below government services on your
business growth?
1
(low)

A

Business Information and Guidance
(e.g., Guidance on procurement process,
potential government demand and procurement
opportunities)

B

Training
(e.g., workshops on relevant business and
management topics)

C

Help in Business Networking
(e.g., networking events with government
buyers)

D

Help in Promotion
(Assistance in promoting products and services
via marketing channels (suppliers’ lists, social
media, exhibitions, etc.))

E

Financial Assistance
(Business finance or LPO finance from
Mohammed Bin Rashid Fund)
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2

3

4

5
(high)

SECTION 4: Entrepreneurial Orientation

18.

Please indicate the extent to which you agree or disagree with the following statements
about the current status of your company.
Strongly
Disagree
Disagree
A

Continuous renewal and
innovation are important for
our company

B

We aim at being at the
forefront of development in
our business sector

C

In uncertain situations, we are
not afraid to take substantial
risks

D

We invest heavily in
developing new products,
services and business
practices

E

Lately we have launched
many new products/services

F

Bold action is necessary to
achieve our company’s
objectives

G

In our company, new ideas
come up all the time

H

Our company often acts
before the competitors do

I

We prefer the cautious line of
action even if some
opportunity might be lost that
way

132

Neutral

Agree

Strongly
Agree

SECTION 5: Environmental Uncertainty

19
19.1. How intense is each of the following
in your industry
A

Bidding for purchases or raw material

B

Competition for manpower

C

Price competition

Of negligible
intensity (1)

2

3

4

Extremely
intense (5)

19.2

How many new products and/or
services have been marketed during
the past 3 years by your industry

None
1

2

3

4

Many
5

19.3

How stable/dynamic is the external
environment (economic and
technological) facing your firm?

Very stable
(changing
slowly)
1

2

3

4

Very dynamic
(changing
rapidly)
5

A

Economic

B

Technological

19.4

How would you classify the market
activities of your competition during
the past 3 years

Becoming more
predictable
1

2

3

4

Becoming less
predictable
5

19.5

During the past 3 years, the tastes and
preferences of you customers have
become

Much easier to
Predict
1

2

3

4

Much harder to
Predict
5
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19.6

During the past 3 years, the legal,
political and economic constraints
surrounding your firm have

19.7

How often do new scientific
discoveries emerge in your industry

Remained
about the same
1

2

3

4

Have
proliferated
greatly
5

Seldom
1

2

3

4

Frequently
5

SECTION 6: Tendering Activity

20.

How regularly did your firm look for public
sector tender requests during the last 3 years?

1. Never
2. Irregularly
3. Regularly

21.

How many times have you submitted a bid for
public sector tender requests during the last 3
years?

1.
2.
3.
4.
5.

Not at all
From 1–20 times
From 21–100 times
From 101–200 times
More than 200 times

SECTION 7: Tendering Capability

22. Please rate the following statements about the relational capability of your company when
dealing with public procurement
Very
Poor (1)
A

Ability to influence buyer needs prior to
tender

B

Ability to communicate value
proposition to inform tender
specifications

C

Ability to promote goods and services to
public sector prior to tender

134

2

3

4

Excellent
(5)

23. Please rate the following statements about the procedural capability of your company when
dealing with public procurement
Very
Poor (1)

2

3

24.

Please identify your success rate in public
procurement during the last 3 years (the
percentage of public contracts you tendered for
and succeeded in winning)

1.
2.
3.
4.
5.

Less than 10%
>10% to <20%
>20% to <50%
>50% to <80%
More than 80%

25.

Please identify the percentage that government
contracts represent from your annual sales in the
last 3 years (on average)

1.
2.
3.
4.
5.

Less than 10%
>10% to <20%
>20% to <50%
>50% to <80%
More than 80%

Please identify the average annual sales growth
rate of your business in the last 3 years

1.
2.
3.
4.
5.

Less than 20%
21% to 40%
41% to 60%
61% to 80%
81% or more

What was the average annual profitability
growth rate of your business in the last 3 years

1.
2.
3.
4.
5.

Less than 20%
21% to 40%
41% to 60%
61% to 80%
81% or more

A

Ability to satisfy tender qualification
criteria

B

Ability to understand tender evaluation
criteria

C

Ability to effectively respond to tender
evaluation criteria

D

Ability to receive feedback on submitted
bids and search contract award notices

E

Ability to successfully manage an
awarded contract

SECTION 8: Performance

26.

27.
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4

Excellent
(5)

28.

What was the average annual employment
growth rate of your business in the last 3 years

6.
7.
8.
9.
10.

Less than 20%
21% to 40%
41% to 60%
61% to 80%
81% or more

29. Please evaluate your business performance in the following areas during the last 3 years
relative to your competitors
Low
Performer
1
A

Sales growth

B

Profitability growth

C

Employment growth
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2

3

4

High
Performer
5

